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KRAFT ARMOR between 
conductors and steel. 


ANTI-SHORT Bushing be- 
tween conductors and _ steel 
prevents shorts. 


National Electric Products Corporation 


National Metal Molding Division 
Pittsburgh, Pa. 

















Why the Vew 
Eveready Flashlight 


Battery Seal 
is 
BETTER: 


HERE it is! Now in production. The new seal- 

ing compound developed by the Research Lab- 

oratories of National Carbon Company. This 
black composition seal is definitely superior to the red or black sealing 
compound heretofore used because it binds more tightly to the metallic 
surfaces of the zine can than the ordinary sealing mixture, thus greatly 
reducing moisture loss. 

Moisture loss is an important shelf life factor. Even partial drying 
out of a battery on the shelf will reduce its life in service. Our tests 
indicate that this improved seal now being used in Eveready Flashlight 
Batteries No. 950 increases their life from 9% to 10% over the battery 
with the ordinary sealing compound after three months on the shelf! 

In spite of the recent drastic cut in flashlight prices, National Carbon 
Company now offers this product of increased quality. The new com- 
position seal is more costly to make—but the price of the Eveready 
Flashlight Battery will remain the same—10 cents each! Let this new 
development increase YOUR flashlight profits! Order these fast-selling 
features now! 

NATIONAL CARBON COMPANY, INC., New York, N.Y. 


Branches 
Atlanta Chicago Kansas City Long Island City San Francisco 


Unit of Union Carbide SSN and Carbon Corporation 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


—they sell faster 
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casting and planning is the essence 

of modern business. It is not the 

function of an individual or a de- 

partment—it is the conscious, co- 

operative work of an organization. 
* 8 * 


A recent investigation shows 
that out of 212 concerns using 
bonus plans, 112 pay yearly, 20 
semi-annually, 28 quarterly, two 
every four months, 48 monthly and 
two weekly. 

. s 7 


The Woolworth Co., after 50 
years, has beer. converted to ad- 
vertising and is expected to spend 
$1,500,000 for advertising in 1929. 

* * € 


Sixty-three per cent of New 
England housewives, according to 
a Dept. of Commerce survey, pat- 
ronize bargain sales. Practically 
all believed that the sales bait did 
not have the value of the regular 
merchandise. 
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“This job will be easy, Bill, we’re 


using Appleton No-Thread Unilets” 


—and they are easy to sell, too 





NY job is easy with Appleton No-Thread Unilets, as every man who has used 
them knows. Easy—because there are no threads to cut on conduits. Easy—because 
Appleton No-Thread Unilets are so simple to install. 

Just loosen the nut—insert the conduit—tighten the nut. That’s all there is to it. A 
vise-like grip cuts through the conduit enamel and gives a perfect contact. 


Naturally, workmen like to use them. And the boss saves a lot of expensive time. 
Appleton No-Thread Unilets make alterations a simple matter. 
Made of Malleable Iron 


Light and yet extra strong, because made of Malleable Iron, Appleton No-Thread 
Unilets are not affected by constant vibration or other forms of abuse. They will last 
" practically indefinitely. Rust is almost impossible since they are made of Malleable 
2. Insert conduit Iron with a Cadmium finish. 


All the types and sizes of Unilets are shown in our latest catalog. Send for yours today. 




















Appleton No-Thread Unilets are listed as Standard by Underwriter's Laboratories in ¥4-inch to 4-inch sizes, inclusive 
SOLD THROUGH JOBBERS 
APPLETON ELECTRIC COMPANY 


d 1734 Wellington Ave., Chicago, U.S. A. 


3. Tigh ¢ New York—150 Varick St. San Francisco—655 Minna St. 
isin tesa Los Angeles—340 Azusa St. Seattle—628 Railroad Ave. 


! AppieTon Exectric CoMPANY 


! 1734 Wellington Avenue, Chicago 
No-Thread Moalleable ' stem: 


Please send us a copy of your new Bulletin 9-MA on Malleable 
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GENERAL ELECTRIC SUPPLY CORPORATION 


J. J. Cooper, General Mgr. E. D. Heintz:, Service Mgr. E. B. Langley, Financial Mgr. ‘L. B. Johnson, Sales Mgr. 


———— ee ee ee ee ee oe 


N 1890, the Mountain Electric 

Co., Denver, was founded by 

J. W. Stearns, as a contract- 
ing business, continuing along 
that line for about 10 years. It 
has been an Association jobber 
for 28 years—virtually since it en 
tered the wholesale end of the in- 
dustry. 

John J. Cooper came to Moun- 
tain Electric toward the end of 
the year 1900, after eight years’ 
service in the central station 
game. Although the territory at 
that time was about the same, the 
force was small and the time and 
effort required necessarily great- 
er. Although he did not become 
the head of the company in title 
for many years, Mr. Cooper was 
responsible for building up the 
business to the size and prestige 
of a first-class wholesaler. 


Through his sales work and close 
contact with the trade, he was 
able to solidify acquaintances 
and mould a working policy that 
has remained steadfast through 
the many phases and changes in 
conditions and requirements in 
the territory. 

Upon the death of Mr. Stearns, 
in 1920, Mr. Cooper became pres- 
ident and has directed the com- 
pany ever since. When the Gen- 
eral Electric Co. sought a con- 
nection in Denver, the choice fell 
upon Mountain Electric. Later 
on this relationship was made 
permanent when General Electric 
bought the house, retaining Mr. 
Cooper to run it. On October 1, 
1928, the name was changed to 
the General Electric Supply Corp. 
The location is the same, 1433 
Lawrence St. 
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Approved by 
Underwriters’ Laboratories, Inc. 


Where it’s New and Why it’s Better! 


A Better Cable — that is the keynote of Duraflex 
A. B.C. It means more profits to you, for this KRAFT 
ARMORED cable is quicker and easier to install and 
it is double-guarded against shorts. 

No more troublesome stripping of over-braids. 
Just unwind the KRAFT ARMOR and snap it off. 
It breaks inside the steel sheath, far enough back so 
the ANTI-SHORT Bushing can be slipped between the 
conductors and the steel armor. 

That is all—The end is ready for the outlet box. 
Quick, isn’t it?» And remember .. . the ANTI- 
SHORT provides additional tough insulation right 
where it is most needed. 

For speed and safety on wiring jobs, specify 
Duraflex A. B.C. It’s a Durabilt Product. 























PR TUBULAR WOVEN FABRIC COMPANY 
An ample supply is fur- PAWTUCKET, R. I. 


nished with every coil of 


Duraflex A. B. C. 
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The Interesting Experience of ad 


Wholesaler Who has Hit Upon an Unusual 


Method of Supporting his Dealers 
By R. B. LLOYD 


Sales Promotion Manager, Brown & Hall Supply Co., St. Louis 


have always felt that their responsibility both 

with their dealers and the manufacturers they 
represent in no way ceased with the action of putting 
merchandise on their dealers’ shelves, and for some 
time they searched for a real solution to this kind 
of problem. 

On August 15 of last year, it was decided that a 
sales promotion department, a decided innovation 
with jobbers up to that time, would give consider- 
ible impetus to the service which they desired to 
render their suppliers and their customers. So on 
that date such a department was opened with myself 
in charge. Two ideas were the basis on which we 
were to function. One was to help the dealers se- 
‘ure men to sell merchandise and the other was to 
‘lucate these men so that they would be in a posi- 
ion to do a good job. 

The first step, therefore, was to secure salesmen, 


, | \HE executives of the Brown & Hall Supply Co. 


so an advertisement was placed in local newspapers 
in St. Louis for men. The response was quite satis- 
factory so far as quantity was concerned, but, of 
course, there were a certain number of those report- 
ing who were simply floaters and they naturally 
were weeded out. I might inject at this time the 
fact that two or three times a week and more often 
if necessary the same advertisement is run in news- 
papers and has been ever since the department was 
opened, and as a consequence there is a continuous 
flow of men through our training department to the 
dealers whom we serve. 

Our method of education is based on the following 
line. First of all I give the men a talk pointing out 
to them the possibilities existing in sales work of 
this character provided a man is willing to work. 
Boiled down, it is, of course, house to house can- 
vassing, but on a higher plane I would say than that 
kind of work normally done by the solicitor. 














These men are impressed with the fact’ that they 
are about to go out and sell high class merchandise, 
and that confidence is about to be placed with them 
to the point where they may in their own judgment 
leave expensive sets on approval. I further explain 
to these men in detail that the position which they 
are about to accept is offered in no manner on a one- 
sided basis. They are just as much entitled to know 
the kind of company for whom they are to work as 
we are privileged to know the kind of men who we 
or our dealers are about to employ. So I tell them 
something of our organization and give them, too, as 
much information as is available to us about the 
dealers whom they are about to go out and serve. 





The next step is to go over in detail the merits of 
the radio line which we handle, pointing out all of 
its advantages, both from the sales viewpoint and 
from the viewpoint of results which the listener may 
expect to secure. 


After the talk the men are sent out with an experi- 
enced contact man and given, in this fashion, the 
kind of training it is believed necessary for them to 
have. A group is sent to a town where our dealers 
are located and under the guidance of the crew man- 
ager they are given such help and such assistance 
necessary to pep them up for the task before them. 

Some idea of the value of these positions to the 


men answering our advertisements may be gathered 
from the fact that it is possible for them to earn as 
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high as $150 a week provided they are energetic and 
conscientious. One of our men, a Mr. Parks, aver- 
aged between $100 to $150 a week in Belleville, IIli- 
nois, and he later became manager of the Atwater 
Kent Radio Department of the Seib Radio Co., in 
that town. 

One of the chief sources of satisfactory results in 
our method is the educating of these men to use the 
telephone to sell. They phone a customer to inquire 
about the results which he is securing on a set which 
he has purchased and after a tribute is paid to the 
set they immediately ask for the names of prospects, 
friends of the customer, who may in turn be inter- 
ested in securing a good radio set. One of the chief 


“I Go Over in Detail the Merits of the 
Line Which We Handle, Pointing out 
All Its Advantages.” 


duties of our contact men with these salesmen 1s to 
show them how to get interviews and close sales 
after the names of such prospects have been secured. 

Another fine example of advancement of men in 
our department is that of Mr. Tippet. Mr. Tippet 
was formerly a lineman. He answered one of my 
ads and after getting our story, made up his mind 
that he would be a radio salesman. After working 
a few weeks in our training department, he was em- 
ployed as a junior salesman. Just three weeks later, 
Mr. Tippet had produced such remarkable results 
that we were able to secure the position for him as 
manager of radio salesmen of the Morton Electric 
Co. He now has seven men all hitting hard and 
showing good results. I would like to call attention 
to one fact that made this pos- (Turn to Page 64) 
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PPLIANCES 


Complications Have Reached Such a Stage that the Next Step 
Must Be Toward Simplicity In the Machinery of Distribution. 
The Electrical Jobber Stands On the Threshold of a New Era 


CC LOOD-sweating behe- 
moths have nothing on 


the men who are doing 
their damnedest to speed up the 
triple play—factory-to-distribu- 
tor-to-dealer.” Whoever made 
that remark certainly had been 
in some phase of the electrical 
appliance business as it is con- 
ducted at the present time. 

We have now, in 1929, reached 
the most complicated, costly, 
vexatious period in the distribu- 
tion of appliances that the world 
will ever know. This is made 
as a flat-footed statement for 
the reason that the human mind, 
as it iS now constituted, is un- 
able to conceive any new way 
of distribution to add to the 


IRECT from manufac- 

turer to consumer—di- 
rect from manufacturer to 
dealers of no less than a dozen 
different classifications and no 
less than a hundred thousand 
in number—from manufactur- 
er through no less than half a 
dozen classes of jobbers and 
thence to the dealer. This, 
broadly, is the aspect of the 
electrical appliance distribution 
problem today. Is it any won- 
der that manufacturers and 
others interested are looking 
for some common denominator 
to help simplify the problem? 


outlets, many of doubtful qual- 


ity, could not handle. Conse- 
quently the business slopped 
over, so to speak, searching 


more and more outlets into the 
great public pool. This break- 
ing of the boundaries was per- 
haps most noticeable soon after 
radio “broke” in 1921. Radio, at 
first classed as an_ electrical 
product, soon opened everyone’s 
eyes to the possibilities of non- 
electrical dealer outlets for elec- 
trical lines. 

As viewed now, however, the 
distribution scheme has become 
so complicated that it is no won- 
der that manufacturers of appli- 
ances in particular are contem- 





ways now employed. At the present time the elec- 
trical jobber is squeezed up in a mass of intestinal 
ramifications in the appliance distribution business 
until he represents not much more than an appendix 
in the scheme of things. 

Fortunately, however, it is not necessary to carry 
the simile farther than to say that he is squeezed up 
and choked off temporarily in a mess of adhesions. 
But, unlike the appendix he is not going to swell up 
and burst, shrivel up and absorb or be cut out. On 
the contrary, he has now come to the threshold of a 
new era in which his normal functions will be gradu- 
ally resumed. 

On the two pages which follow, an effort has been 
made to visualize in a general way the various stages 
in the development of electrical appliance merchan- 
dising. In the very beginning it was a simple mat- 
ter, involving only the manufacturer, the jobber, the 
retailer and the public. 

From that it has grown into a ramified system in- 
volving electrical and non-electrical channels. This 
is natural because during the pioneering and popu- 
larizing stages much development work was required, 
a work which the jobber could not be expected to do 
and which the limited number of electrical dealer 
MARCH, 1929 


plating the situation with great 
concern, and making efforts to resolve it into fewer 
and simpler factors so that merchandising policies 
can be made that will stick. Moreover, the cost of 
developing business and trying to make contact in 
two or three or half a dozen different channels has 
become almost prohibitive. 

In the face of this situation it is apparent that the 
electrical jobber is in a position now of great poten- 
tial possibilities if he will begin to assert himself in 
an aggressive and intelligent way. 

He stands in the advantageous position of being 
the only one who, through his salesmen, operating 
in restricted local territories, can make suitable per- 
sonal contact with the dozen or more kinds of dealer 
outlets. 

As a “common denominator” to simplify this com- 
plicated structure, the electrical jobber is without 
doubt in the best position of anyone. Looking at 
the present day condition as exemplified by the dia- 
gram on the next page, he cannot hope to step in 
over night and begin to service all the retail outlets 
to be seen there, but there are several—one in par- 
ticular—upon which he can begin immediate and 
definite activities. The field is wide open to him and 
more will be said of it in subsequent articles. 








DEVELOPMENTS 


1905 
1915 


SIMPLICITY 
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It was a simple matter 

l in the beginning. The 
* time-tried, time-proved 
method of distribution from 
manufacturer to jobber to 
dealer to consumer was em- 
ployed. It worked all right, 
but not fast enough. Appli- 
ances needed development. 
The public had to be sold on 
appliances as necessities in 








the household. This is not, 
and never has been, the 
function of the jobber. 
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PUBLIC ™ 
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IN APPLIANCE MERCHAN 


situation now begins 
* to change. Manufac- 
turers of major appliances 
set out to sell the public by 
direct methods, through 
house-to-house canvassing on 
an elaborate scale. Depart- 
ment stores see the possibil- 
ities and get into the field, 
buying direct. The jobber, 
however, still clings 
to his contractor- 
dealer as his one 
best bet. 


2 The complexion of the 


1926-1929 


INTRICATE AND CONFUSING IN THE EXTREME ™~™ 


stage of electrical appli- 

ance merchandising, the 
most complicated of all. There 
are still more and larger manu- 
facturers and a much larger pub- 
lic (electrically minded). Manu- 
facturers are reaching this public 
by a dozen different channels— 
direct; direct to numerous classes 
of dealers; and finally through 
several classes of jobbers and 
thence through their respective 


4 Here we have the present 
e 


dealers to public. More appli- 
ances are going out than ever be- 
fore, but with attendant promo- 
tional advertising and selling 
expense that is tremendous, and 
in many directions wasteful. De- 
partment stores, central stations 
and appliance dealers are the pre- 
dominating retail outlets. Mail 
order is growing but house-to- 
house is on the wane. The job- 
ber, with his operations. still 
principally through the contrac- 


tor and dealer, has become a 
mere incident. Nevertheless, so 
complicated has the picture be- 
come that the manufacturer hard- 
ly knows which way to turn. If 
he throws in with one class the 
others have no use for him. If 
he tries to play them all, his con- 
fusion is multiplied. He simply 
cannot contact with or develop 
the entire field as represented by 
the complicated dealer structure. 
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Manufacturers are now 
more numerous and 
* their production very 
much greater. House-to- 
house selling is on the in- 
crease and is dominating the 
field of major appliances. 
Department stores are in- 
creasing their business ma- 
terially. Central stations are 
now in the merchandising 
business to a much greater 
extent and are buying direct 
through syndicate headquar- 
ters. On every hand the 
manufacturers are becoming 
more and more interested in 
non-electrical retail outlets 
since radio “broke” in 1921 
and opened their eyes. The 
jobber’s volume in_appli- 
ances is less in relation to 
the other agencies. 


\ 
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The next stage in the 
development of electri- 

* cal merchandising will 
be toward simplification. The 
simplest method for prod- 
ucts in the staple class, 
which most electrical ap- 
pliances are now approach- 
ing, is the same old, tried 
one shown here. It repre- 
sents the ideal condition in 
appliance distribution. How 
soon distribution will reach 
the ideal. stage again is a 
question, but conditions are 
already working toward that 
end. The business in hand 
for the jobber is to reach 
out into these multitudinous 
avenues of trade and go after 
them one by one and win 
them back. One in particu- 
lar is open to him now. It 
is the entering wedge in ar- 
riving at the answer to the 
question, and it will be dis- 

cussed in an early issue. 
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1921-1925 
MORE COMPLICATED 
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T ONE end of a showcase in a jewelry store 

a jobber’s salesman was making a strenuous 

effort to sell the proprietor an installation of 

better lighting for his entire store, with particular 

reference to the windows. The owner was _ un- 

doubtedly interested, had carefully examined the 

samples and photographs shown him, and readily ad- 

mitted that his place was inadequately lighted. 

Still he was playing the inevitable game of hem and 

haw—the natural tendency to postpone the purchase 

of anything that cost money and that was not abso- 
lutely essential to carrying on his business. 

At the same showcase, only a few feet away, the 
proprietor’s woman assistant and buyer was signing 
an order for a gross of handsome jewel boxes, while 
the man who had sold them waited with a happy 
smile. The jobber’s salesman naturally had taken 
in this little scene and suddenly it gave him a fine 
idea for a clincher argument. 

Lowering his voice he said to the owner: “Listen, 
Mr. Brown, these reflectors I am selling you are, in 








a Way, just as important as those jewel boxes that 
are coming into your stock. I'll try and prove it to 
vou. Why is she buying a gross of an article when 
you already have a large number of similar boxes?” 
The jeweler smiled indulgently. “My boy,” he 
said, “the box she is buying is new and novel. It 
will not only sell itself, it will stimulate my whole 
business when I fill the window with samples.” 
“Fair enough!” replied the jobber’s salesman, “‘and 
I can use practically the same words to show 
why you should buy these improved lighting units. 
It is true that you are not going to sell them over 
your counter as you are the boxes, but they will 
work for you and pay for themselves just the same. 
They too are new and novel. They will double or 
treble the number of people who will stop and in- 
spect your brilliantly lighted window that was for- 
merly almost dark. That means more prospects 
coming into the store, in other words these units will 
actually increase your sales. You said you would 
fill the window with these new (Turn to Page 56) 


Photo Courtesy of Reflector & Illuminating 


Here is a Dignified Method of Lighting Applied to a Window Having a Conservative Trim. 
Note the Brilliancy of the Illumination Secured with Absolutely No Suggestion of Glare. A 
Photograph Such as This Should Arouse the Interest of Every Piano and Radio Dealer. 
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City Selling Ruins Salesmen if the 
Management Permits it to do so. 


The Cure is in More l Discipline 


AM MANAGER ofa leading electrical wholesale 
house in a city in the 100,000 class. I have been 
a salesman all my life. For a number of years I 
was sales manager for a company traveling men over 
a large territory—several 
states. Then I supervised city 
sales for another big company. 
My present connection puts 
me in charge of city sales. 
City selling, such as many 
electrical supply salesmen are 
put up against, is the most 
dangerous selling—for the 
salesman—there is. Salesmen 
become better men—get 
greater results, at less cost— 
as they take on responsibilities. That is one of the fine 
things about selling on the road. The salesman can’t 
dodge responsibility. It 
makes him, or breaks him. 
City selling seems de- 
signed by Mephisto himself 
to make of salesmen—elec- 
trical supply salesmen, in- 





They Kick 








cluded—a _ clan of buck- 
passers. Di i ble E ‘ i 
“ , i isagreeable Encounters 
I found this condition é 


right and left in this organization when I came to it. 
Here was Bill, ready like lightning with a kick if he 
thought another salesman was getting onto his spe- 
cial territory. Let a disagreeable situation with a cus- 
tomer loom up as imminent, and the man was a 
craven before it. I remember watching Bill avoid a 
disagreeable encounter with a customer he had sold, 
for a full week. Actually, the man “hid-out.” Mean- 
while, the customer got to me—I took the shock. You 
should have seen the look of relief on the salesman’s 
face when he learned I had met the customer and had 
mollified him. 

I found salesmen up against a tight sales situation, 
rushing to other sales- 
men for help. I found 
men deliberately doing 
their hardest to pick the 
soft work. 

That is what city sell- 
ing does to salesmen 
who haven’t the mental 
fiber to discipline themselves. City selling will make 
a salesman into a fast Percy, if he hasn’t unusual stuff 
in him—or unless the management realizes the dan- 
gers of the situation and avoids them. 





Rush For Help 
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(serring RESULTS 


in City Sales 










By AN OLD SALES MANAGER 


There needs to be far more discipline'in city selling 
of electrical supplies. It isn’t enough to leave it to 
the men how they work, and : 
feeling happy that they are 
working at all. My observa- 
tion is that comparatively few 
electrical supply salesmen, 
left to themselves, will use 
their time with anything like 
the efficiency that they should. L_____] 
Left to themselves, salesmen Pussy-Foot Selling 
will hold out for the free-lance system-—privileged to 
sell anywhere they get a prospect, and there are days 
spent hopping here, there, and yonder. I don’t say 
that the free-lance system hasn’t its place, but I do 
say that a good many wholesale electric companies 
could improve their sales if they would use the dis- 
trict system. Working in a much smaller territory, 
the individual salesman would be certain to spend far 
more time with prospects, and far less flitting about. 
Territories will have to be determined and allotted 
with skill. 

City-selling ruins salesmen, if the management per- 
mits it to. The cure is in far more discipline. 

If you don’t keep the situation in hand, city selling 
produces soft selling. Pussy-foot sell- 
ing, I call it. The salesman doesn’t 
sell hard enough. He begins by rec- 
ognizing that he cannot sell every- 
body. Next, he admits that he can- 
not do everything in one interview. 
Third, he declares that a basis of 
acquaintanceship and friendship is 
vital. He ends by losing a great many 
sales because he isn’t aggressive enough; and many 
others he takes twice the time to make that actually 
is necessary. 

Pussy-foot selling is epidemic among electrical 
supply salesmen. 

I combat it by preaching another doctrine. I tell 
my men that the salesman who relies on friendship 
and acquaintanceship for his sales is 
using the weakest crutch. I declare 
that the most advantageous time of 
all to make great progress towards 
the sale is the first interview. A first 
interview during which the salesman 
doesn’t travel a long way toward the 
sale is a thrown-away opportunity. 

On the second interview, the opportunity to close 
the sale is many times better, on the average, than 
will be the opportunity in a (Turn to Page 91) 
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There are Eight Essential Qualifications a Salesman Should 
Have in Order to Prove a Success to Himself and to Us 


By F. D. PHILLIPS 


General Sales Manager, Commercial Electrical Supply Co., St. Louis 


HERE are eight qualifications which we look 

for in a salesman—qualifications which to our 

mind determine whether or not we should em- 
ploy him. They are: First, a man who is physically 
and mentally fit; second, ability to study; third, en- 
ergy; fourth, loyalty; fifth, ability to follow instruc 
tions; sixth, ability to analyze; seventh, enthusiasm, 
and eighth, ambition for personal success. 

Perhaps the above are not placed in the order of 
their importance but I think in selecting a salesman 
it is necessary and important that we first satisfy 
ourselves that he is physically fit because if he is to 
be a success his duties are going to be strenuous and 
such as only those who are physically fit can stand 
up under, and, of course, he must have the mental 
capacity in order to succeed. By mental capacity i 
might say that we mean, first—a proper schooling 
and a proper training and a mental capacity to ab- 
sorb new ideas because we are in a rapidly changing 
business. 
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That brings us to the second essential—ability to 
study, because being in a rapidly changing business, 
in a rapidly growing business, a salesman must have 
ability to study new items that are constantly being 
brought into the line—because unless he knows more 
about the new developments than the ordinary sales 
man he soon is put into the class of what is com 
monly known as a jobber order taker. But the sales 
man who has ability to study and does study and ts 
able to present intelligently to the customers the 
new items and new features as they are introduced 
is a real help not only to his house but a real help 
to the customers he is calling on and therefore is 
always welcome. 

Third—Energy. Of course, a man must have en 
ergy because it is only by hard work in this or any 
other line that a salesman can succeed. He must 
have energy and it should be his ambition to be out 
making contacts with the customers a little bit ear- 
lier than the other fellow does. He must have the 
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energy, as is often the case in this particular busi- 
ness, to spend his evenings with a customer going 
over special plans and special propositions with him. 
Fourth—Loyalty. A salesman to succeed must be 
loyal to his house and to his organization and he 
must be just as loyal to his customers and to himself. 
He must know his house. He must know the ability 
of his house to serve and he must be loyal to their 
policies, and a salesman who is loyal to his house 
and the executives of his company and to the policies 
of the house will at all times have the confidence of 
his customers because while they may not agree with 
him immediately on some complaint they may have 
to offer, he will, by properly presenting the house’s 
side of the problem in many cases convince the cus- 
tomer that his complaint perhaps was not the fault 
of his organization as it seems in many cases, and 
if he is loyal to his organization it will not be hard 
for him to convince his customer of the value of his 
organization and the organization policies. 
Fifth—Ability to follow instructions, and this I 
think is one of the most important things we should 





men fail through their lack of ability to follow in- 
structions believing that their own idea perhaps is 
better than the plan that has been presented by their 
house, whereas if the salesman has the ability to fol- 
low instructions he will realize that before any plan 
or instruction governing the activity of the salesmen 
is presented to the salesmen it has been properly 
studied by the executives of his company and that 
there are certain fundamental reasons why the plan 
should be the one for him to follow and unless the 
salesman has the ability to follow instructions the 
best laid plans that can be formulated by the execu- 
tives will go amiss. Of course, some of the plans 
that are presented to the salesman may seem to him 
a little bit irksome and putting a little special work 
upon him, but he will soon find that if he is able to 
follow instructions he will be the winner and it will 
increase his business because such things as request- 
ing detailed reports from salesmen on customers 
called on, etc., if they are properly made out and the 
instructions followed gives to the house the infor- 
mation so that the inside organization can be of ma- 







look for in a salesman because I think many sales- terial assistance to him, with- (Turn to Page 66) 





Salesmanship is not Gambling 


2. 3 
RIGHT = RIGHT 





ee down, most everyone will agree that there are four 
essentials to making a sale: (1) to tell the right story; (2) 
in the right way; (3) at the right time; (4) to the right man. 
Most will agree furthermore that if any one or more of these 
essentials are lacking a sale will not be made. On those more 
or less rare occasions when we go in cold and make a sale on 
the first call, through chance, or perhaps through careful pre- 
liminary study, we click on all four at once and then there is 
nothing to it. 

While every salesman, of course, knows these four essentials 
to a sale, not all have visualized what they mean, As shown be- 
low, we have two different elements (right and wrong, as rep- 
resented by the plain and crosslined circles) and four essen- 
tials to the sale (1, 2, 3 and 4) in which these two different 
elements may be combined with varying degrees of success as 
far as the sale is concerned. The diagram will show you that 
there are 16 combinations that can be made, ranging from flat 
failure at the extreme left where none of the four essentials 
are right, to the happy condition at the other end where every- 
thing is right and you close at the first call. 


This diagram will not necessarily make a whirlwind out of 
an average salesman, but it is interesting nevertheless, and it 
will not do any harm after you have made an unsuccessful at- 
tempt to sell some item to sort of cluck yourself up by the 
diagram and see if you can figure out what ones of the four 
essentials were right or wrong. Doing this constantly cannot 
help but improve your sales work. 


(_)WRONG QNXGur 


YVOOO OOOOSGSS@EZEZOSCRQ 
VBOV®OGOE@®@®O OOOO OO 1 5c 
)4E40EBOOBOBOBOOSS@ 

@ 


1) SSS OOS HOSE HOSO 





at the 
first Call 











THE JOBBER’S SALESMAN 








Fruitful Days of 
Suffering ad Pain 


eMiseries and Discomforts Prove Small and Petty Once One 
Catches a Glimpse of a Great Idea 


By DR. FRANK CRANE 


of the thirteenth century, was _ re- 
cently uncovered in the State Archives 
of Pisa. It proved to be a brief life of 
St. Francis of Assisi. 
“His desire,” the 


aan of parchment, written in Latin 


yellow fever, as told by de Kruif in his bril- 
liant volume, “Microbe Hunters,” there is re- 
lated how a soldier subjected himself to bites 
of fever-laden mosquitoes so that a great 
work for humanity 
might be carried on. 





English translation, 
reads in part, “was to 
follow literally every 
precept of Christ as 
long as he lived. He 
left his own country, 
and disregarding the 
world, went fearlessly 
on his way. He was 
caught by  brigands 
in the depth of winter 
and thrown naked on 
the snow. He sought 
shelter in a monas- 
tery, but was stripped 
and driven away from 
it naked. Scorned by 
the people of the 
towns, pelted with 
stones, his mind was 
so fixed upon God 
that he felt nothing.” 

This writer once 
listened to a man tell 








Four days later his 
eyes became blood- 
shot, his face turned a 
dusky red. He had the 
deadly yellow fever. 
He lay near death for 
days and once they 
thought his heart had 
stopped. Later he 
used to say those 
days of suffering and 
pain were “the proud- 
est days of his life.” 
One of the writers in 
the Old Testament 
says: “I am warm, I 
have seen the fire!” 
So with these men. 
They had caught the 
glimpse of a_ great 
idea and nothing else 
mattered. It warmed 
their lives and made 








of being attacked by 
a mob and_ ridden 
from town because of beliefs which he sin- 
cerely held. “In that moment,” he said, “I 
was as happy as I have ever been. I didn’t 
feel the bruises. I felt as though nothing 
could touch me.” 

In the story of the conquest of the plague, 
MARCH, 1929 


them impervious to 
suffering. 
We, who are dis- 


turbed by the little and bothered by the pet- 
ty, who enumerate our little miseries and 
dwell upon our discomforts, are the ones who 
have never seen the fire. For to discard our 
worries and replace them with mankind’s 
problems should be the ambition of all. 
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This is number 107 in our series of sketches of prominent wholesalers 





Men You Should Know 


A. F. HEARL 


Vice-President and Treasurer, American Electrical Supply Company 





ACK in September 
B 1886, in Chicago, A. 

F. Hearl gave his first 
cry to the world, and it is 
rumored, it sounded very 
much to the nurse that he 
was trying to say “I want to 
be a credit man.” Such may 
or may not have been the 
case, but in any event, that 
is the line of work to which 
“Art” has devoted most of 
his business life up to the 
present time. Necessarily, 
of course, there had to be 
some sort of start leading up 
to that ambition, and so we 
find a young boy announc- 
ing to his mother, and the 
world at large, if it cared to 
listen, that as his grammar 





Give Him Credit 


REDIT is the one subject 

to which A. E. Hearl has 
devoted his life. 
it is his absorbing passion. In 
his contact with his fellow 
human beings he gives of it 
freely and unlimitedly. If in 
this page, full credit is, in 
turn, extended “Art” for his 
well-earned success, 
only be added that no man is 
more deserving of it. 


above company for a few 
years—it occurred to no one 
to use sponges in those 
days, but at that, a little glue 
on the tongue never hurt 
any credit man, although he 
says, “The tongue is not as 
necessary in credit work as 
is good vision and two feet 
firmly on the ground at all 
times.” After six years with 
the company, he left in 1907 
to accept a position as re- 
ceiving clerk with the 
American Electrical Supply 
Co. From that point on his 
march to the top started. 

He quickly became ship- 
ping clerk, and later, due to 
a strike of some sort or 
other, he became the stock 
record man. 


In business 


it can 








school days were over, and 
as his father had died, his 
place was in business, and in the business world he 
was going to get. 

Like a great many of us who started, more or 
less under similar circumstances, “Art” had to be 
content with a small job at first—an office boy in 
fact for the Chicago Fringe & Embroidery Co. He 
was not particularly pressed as to the duties of a 
“future electrical man” in the embroidery business. 
One reason being that it is a matter of no conse- 
quence, and the other being that he was more con- 
cerned in telling us that “Fate” must have turned his 
toes toward that particular establishment when he 
started out, for it was there he met the girl who was 
to become his wife. And, if a slight bit of sentiment 
is not altogether out of place in the telling of this 
story, it might be added that it sort of warms the 
cockles of one’s heart to hear Mr. Hearl, after 22 
years of married life, speak in such admirable fashion 
about the most excellent choice of a helpmate which 
he made. Since we seem to have digressed slightly, 
in relating that part of his life, it can well be finished 
here with the statement that “Art” Hearl’s wife and 
his family consisting of three boys and one girl are 
his chief interest, his main hobby and his one con- 
cern outside of business. 

Well, to get back, “Art” licked stamps with the 
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He then was transferred 
to the bookkeeping department which work in those 
days had not the slightest familiarity with modern 
methods. Everything was done in long-hand—every 
entry, every statement and every record, so the task 
was far from simple. From that department it was 
but a step to collections and credits. And so, in 1913, 
we find “Art” in charge of the credit department. 

In that same year, the treasurer of the company 
resigned so Mr. Hearl was taken into the company 
as secretary’ and in March, 1919, was made secre- 
tary-treasurer. Last year an organization change 
was decided upon and “Art” emerged from the con- 
ference as vice-president and treasurer, with the ad- 
ditional burden of supervising the sales department 
as well. 

Mr. Hearl is president of the central division of 
the Electrical Credit Association. He‘has always 
been on its executive committee, and finds time as 
well to be national representative of his division in 
the National Electrical Credit Association. 

His hobbies, outside of the chief one mentioned 
earlier in this article, are few. He plays a little golf, 
but a little only, and that under the title “Non- 
Golfer.” He does go in for camping and fishing. He 
has a summer home at McHenry, IIl., at which he 
spends all his leisure hours and (Turn to Page 84) 











A. F. Hearl 


Vice-President and Treasurer, American Electrical Supply Co., Chicago 
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“Stop!” And It Stops 


This little electric train is controlled en- 
tirely by sounds of the voice. W. H. Jones, 
is shown demonstrating the new toy. One 
only has to say “Back Up” and the train 
will start in reverse. “Stop” brings the 
engine to a halt, and some such phrase as 
“Get Along there” will start it forward. 
The secret lies in a one-two-three relay 
coupled to the microphone. It will under- 
stand, it is said, any language if spoken 
clearly—Wide World photo. 


Hlorses Treated with Violet Ray in 
Beauty Parlor All Their Own 

Artificial sunburn for horses was inaugu- 
rated for the first time at the Leona Farms 
where John Hertz, of Chicago, keeps his 
75 thoroughbreds. This $2,000 exclusive 
beauty parlor, the only one of its kind in 
the country, was established to supply arti- 
ficial sun that the horses do not get in the 
winter months. Each day the horses are 
given five minutes of violet ray baths, 
these, it is said, being equal to a whole 
day under the summer sun. Already, the 
trainer has noted the improvement of the 
treatment and says it keeps horses “toned 
up” besides the advantage of retaining 
their gloss. Two large quartz lamps are 
used in the artificial sun treatment. The 
light from these lamps is so strong that 
it is necessary for both trainer and horses 
to use goggles as not to cause harmful eye 
strain.—Wide World photo. 


: 


Hotel Addition Erected by 
Welding Without Dis- 
turbing Guests 

\n extension to the power 
house of the Haddon Hall and 
Chalfonte hotels of Atlantic 
City was. recently erected, 
swiftly and noiselessly, with- 
out disturbing the cuests of 
either hotel, or the residents 
uf the cottages in the neigh- 
borhood. This achievement. 
free from the  nerve-racking 
din of riveting hammers, was 
made possible by the use of 
electric arc welding. The ac 
tual structural work was com 
pleted in a month’s time. 
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New England’s $4,000,000 Power Development 
UNION FUSE PROTECTED 








anelectric current of 60,000 
h. p. for cities and towns 
nearby. 


New England Power Company’s 
development which generates 


















The UNION-GEM 
JEFFERSON Line 
Is Sold Through 
Wholesalers 









A Great Convenience 


The fuse chart is anecessary guide 
tothe proper selection of fuses. It 
enables youtotellthe proper size 
at a glance, f ort he adequate pro- 
tection of motors, and the new Cat- 
alog No. 33 explains why Union 
Fuses give long life and depend- 
able protection. Write for copies 
of both. 


UNI 


Because they 


HEN careful consideration is 

given toelectrical protection, 
Union Fuses are invariably the 
choice. The New England Power 
Company, for example, protects 
the circuits in its $4,000,000 
power development wjth Union 
Renewable Fuses. 

Since the early days of electric 
power, industry ine chosen Union 
Fuses because of their quality, 
dependable protection, and low 
maintenance Cost. 

Simplified design and rugged 
construction keep Union Renew- 
able Fuses serviceable after re- 
peated blowouts. The extra heavy 
and tough grey horn fibre case is 


vented by an exclusive method. 
Vents, scientifically proportioned, 
relieve the pressure generated 
when the fusible element blows and 
prevent the molten metal being 
forced into end caps and threads. 

In the knife-blade type, shown 
above, both ends of the fusible 
link are notched to make replace- 
ment of fuse link easy. In the fer- 
rule type, links are bent at one end 
for the same reason. 

For proper protection and ef- 
ficiency of motor-driven equip- 
ment, lighting and power circuits 
—and lower fuse costs per year 
or Unions. There is a type 


and size for every need. 


Chicago-Jefferson Fuse G@ Electric Co. 
1519 baa Rb 4 STREET 


ON FUSES 


are worth more they really 





cost less 
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Belhteve It or Not 


Believe it or not, what we are 
showing you here is a new floor 
cord which can be concealed under 
the boudoir rug. It brings the 
outlet for the curling iron or hair 
dryer just where it is needed.— 
Photograph (including background 
or foreground) courtesy of the 
Belden Manufacturing Co. 


Old Trinity Churchyard Crucifix Now Brilliant! 


Thousands of late Wall Street workers in New York 
City, have paused to notice the illumination of the im- 
pressive crucifix, that stands in the churchyard of Old 
Trinity Church on lower Broadway, at the head of 
Wall St. From sun-down to dawn, four brilliant lights 
are focused on the churchyard cross that was erected 
to the memory of Mrs. William Astor, by her daugh- 
ter—Mrs. M. Orme Wilson, in 1914. The memorial 
consists of a 39-foot cross of white marble, designed 
by the late Thomas Nash. At the top are figures of 
Christ and the Madonna with Child. Other biblical 
characters are shown in the works of the decorations. 
—P, & A. photo. 


Electrification in the Andes 


In this glimpse of the Hoover train 
passing over the Andes, one is 
strongly reminded of the fact that we 
have, in no manner, a monopoly on 
progress. The electrification of this 
railroad over the mountains is proof 
indeed that our South American 
friends are fully alive to modern de- 
velopments and are as well, fully pre- 
pared to take advantage of them.— 
Underwood photo. 
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Revolutionary News Printing Invention 


Above: Here is the receiving end of the “Teletypesetter.” Electrical 
impulses are received by the receiving perforator which perforates a tape 
identical with that at the sending end. The tape then goes to a trans- 
mitting distributor (identical with that at the sending end) located on 
the linotype or intertype machine. Above shows the perforator in the 
center, and the receiving printer which operates at the same time, fur- 
nishing a typewritten copy of the message. With this machine type 
may be set in distant cities simultaneously—Underwood Photo. 


MAN IN THE INDUSTRY 


Model for World’s 
Largest Radio Station 


Below: Maurice 
Poirier of Burbank, 
Calif., with his minia- 
ture model of a radio 
power plant that will 
rise 1,000 feet into the 
air, and send and re- 
ceive on any wave 
length. He claims that 
such a_ station would 
be so powerful that it 
could easily direct 
radio-controlled — air- 
planes over long dis- 
tances — Underwood 


Photo. 


Rocket-Plane Con- 
trolled By Radio! 


Not content with 
designing the sta- 
tion shown above, 
Maurice Poirier, 
has also invented a 
rocket-plane —oper- 
ated by radio power 
The _ tri- motored 
plane is to have 86 
rocket barrels, which 
can be reloaded in 
the air while the 
motors keep the ship 
up. The plane will 
be controlled by 
radio—power being 
sent out from the 
radio power station. 
It is planned to have 
a speed of 100 miles 
an hour.—Under- 
wood Photos. 
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Announcing 


the 
“Royal 


Standard”’ 

















—the newest and finest product of the 
oldest exclusive maker of electric ranges 


Once again Standard pioneers with a new and 
better type of electric range— more beautifully de- 
signed, more scientifically planned—a range de- 
veloped on individual lines. 


The “Royal Standard” embodies the results of the 
longest continuous experience in electric range 
designing and manufacturing. This is, in fact, a 
new Standard for a new market, a range of appeal- 
ing beauty and symmetry of design. Absence of 


bolts and concealed door-hinge construction af- 
fords a pleasingly “streamline” appearance. 


Simplified construction reduces servicing to an ab- 
solute minimum. Combined thermometer, tem- 
perature control, time and temperature control. 
Entirely automatic or non-automatic as desired. 
Large aluminum-lined oven, 18"x18"x14", with 
recessed burner. Cooking top 22"x25", with four 
hot-plates. A really wonderful range in every way! 
Write at once for full details! 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 


Jobbers’ 


Salesmen 


The Standard line is 
complete. Write for 
catalogue and infor- 
mation on our Author- 
ized Dealer Plan. 





3! LECTRIC RANGES 


Distributors 


The Standard policy is 
one of jobber distribu- 
tion. Certain territo- 
ries are still available. 
Write us for catalogue 
and complete informa- 
tion. 


“Standard quality is never questioned” 
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S. E. D. Looks them Over 


Since the first of the year, pack- 
ages of photographs with descrip- 
tions of Christmas outdoor light- 
ing displays and reports from 
various centers have been pouring 
into the Society for Electrical De- 
velopment offices. The final note in 
the campaign was struck on Mon- 
day, January 28, when the com- 


mittee of national judges met in the offices 
of the Society and reviewed the contest 
divisional winners exhibits and made their 
selections for the two national prize win- 
ners. The body of National Judges com- 
prised, reading from left to right: F. M. 
Feiker, vice president, International Ben- 
jamin Franklin Society, chairman; Kathar- 
ine A. Fisher, director, Good Housekeep- 
ing Institute; Dwight James Baum, mem- 
ber of American Institute of Architects; 
Charles C. Curran, nationally known ar- 
tist and official of the National Academy of 
Design, and Dr. Charles Stezle, lecturer 
and counsellor on social and_ industrial 
problems. 

So impressed were the judges with the 
exhibits that they expressed regret that 
additional prizes were not available. As 
awards for exceptional merit they decided, 
after a further conference, to recommend 
the following for honorable mention: John 
LD. Sinith, Kansas City, Mo., division nine, 

B. Head, Dallas, Texas, division 10. 


A New “Shining Light” over New York 


Lights of a combined intensity of 30,000,000 candle 
power are used for the illumination of the exterior of the 
new 56-story Chanin Bldg. at 42nd St. and Lexington 
Ave., New York. The illumination is secured through 
212 huge floodlights all placed on the building. This 
photo shows only the crown of the tower lighted.—Wide 
World photo. 
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These are the Super Features 
of the 1929 Ball Bearing 


CLEMENTS- Jewel 
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No claim for greater cleaning power can equal the over 
whelming, convincing proof of power which the CLEMENTS 
Jewel “water lift” test brings out—a test which settles all 
argument, and proclaims the CLEMENTS- Jewel the leader in 


its class. 


The addition of Ball Bearings settles once and for all the 
question of servicing. Ball Bearings that require NO OILING 
eliminate the causes for practically all servicing and CLEM 
ENTS- Jewel offers this super-feature for 1929 at no extra cost. 


Here then we have a cleaner backed by 19 years of manu- 
facturing experience and good will for those jobbers and deal: 
ers who are looking for something new and interesting with 
which to build up cleaner sales in 1929. 


Send for sample. Try at our risk. 

Don’t overlook this opportunity. 
Clements Mfg. Co., 625 Fulton St., Chicago, Ill. 
¢: Ball Bearing 

J EWEL 


**Backed by 19 Years Fine Cleaner Manufacturing”’ 

























































































Editorial 





Henry W.You mg Edstonal Director 


Selling Through 
The Dealer 


no many quarters come reports of an 
aggravating situation that has grown up 
in the electrical industry with regard to the 
sale of electrical appliances. This situation 
is rapidly assuming the proportions of a men- 
ace to the well-being of every one in the 
industry. 

As in every controversy there are two 
sides to the question. On one side are ar- 
rayed many contractors, dealers, jobbers and 
many of the so-called independent manufac- 
turers of appliances, not by any concerted 
action, however, but as individuals voicing 
their opinions in thousands of places. 
Summed up briefly, their complaint is that 
the central station companies by virtue of 
their merchandising policies are throttling 
the appliance business at its source and mak- 
ing it impossible for the independent dealer 
to exist. These merchandising policies em- 
brace a great range of acts said to be detri- 
mental to the independent dealer such as:— 
stores maintained on a basis of no profit or 
even a loss; extensive campaigns on appli- 
ances at cut prices; excessive time for pay- 
ment, sometimes as high as 30 months; free 
installation of certain major appliances; run- 
ning of campaigns wherein meter readers, 
service men, and even the office help of the 
central stations are organized as salespeople 
and given commissions on sales as high as 
10%; giving away of large cash prizes for 
sales contests in addition to commissions; giv- 
ing away of expensive premiums with sales, 
CEC. 

Many who are by no means extremists 
assert that these practices are making it im- 
possible for the independent dealer to exist 
and that as his ship sinks, so does that of the 
wholesaler as far as appliances are concerned 
and that of the independent manufacturer 
who depends on dealer outlets other than the 
central station. 




















On the other hand, central stations will be 
found to maintain that the independent deal. 
er has been given his opportunity and has 
not lived up to it. They feel he is under fi 
nanced, is not a merchandiser, will not co-op: 
erate in any activity that the central station 
may create for building up sales and is gener- 
ally incompetent. So, many of the central 
stations have decided to go it their own way, 
right or wrong, and do something—anything 
—to get more appliances out on the lines. 

While we wish to emphasize that the fore- 
going points are not universally contended, 
and where they are, not all to the same de 
gree, all over the country, there is neverthe- 
less enough of this sort of strife going on to 
constitute a very serious situation, and one 
that is going to act against complete fruition 
of the broad campaign to sell the industry to 
the public which is now being worked out as 
a result of the Industry Sales Conference. 


Out of all this contention within the ranks, 
comes one bright spot at least—the work 
done by Henry H. Courtright and for which 
he received the McGraw Award for co-op- 
eration. It is reported elsewhere in this issue 
and the citation explains how he brought 
about harmonious relations in at least one 
locality and built up sales to the satisfaction 
of all concerned. 

We really believe that the situation above 
described is but a phase in the development 
of the industry and that a satisfactory solu 
tion will be worked out eventually. While 
the problem is national from the standpoint 
of discussion it is local from the standpoint 
of solution. It is therefore our opinion that 
the jobbers in every community should in- 
terest themselves in the subject, and if they 
are convinced that things are being done to 
the detriment of the electrical business in 
their community, then they should insist 
upon a frank and full discussion of the prob 
lem with the chief executive of the central 
station serving that community. We are of 
the opinion furthermore, that they will be 
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courteously received and heard. If the cen- 
tral station be the property of a syndicate, 
their findings in regard to the matter, and the 
discussion that they have with the local exec’ 
utive will undoubtedly be forwarded to 
headquarters and be carefully considered, for 
after all, the syndicate knows that its strength 
lies almost wholly in the good will of all fac- 
tors in the communities wherein it operates. 


4 4 a 


Courtesy 
Discounts 


OT long ago a group of men at an 
| N informal gathering were discussing 

the practice of a wholesaler _in sell- 
ing radio sets to an industrial plant. The 
room rang with righteous indignation and in 
the midst of the prayer for honesty, one man 
leaned over to another and asked, “John, I 
want to give my wife a wrist watch. Can 
you get me a price?” 

Think of it. Men taking exception to a 
practice in their own industry while one of 
the number at least was ready and willing 
to corrupt another one. 

It seems to this observer that it is high 
time every salesman, every wholesaler should 
stand up, get his index finger under the nose 
of the courtesy hound and say, “Mr. Brown, 
what do you think of people that come into 
your industry and try to get an inside price 
on your merchandise? What is your favor- 
ite expression for the man who makes such a 
request? Do you realize that you are asking 
me to do something which in your own in- 
dustry your own association would like to 
prevent? Why do you ask me to do what 
you yourself, condemn?” 

It’s time a flat “No” was made the answer 
to every request for a “courtesy” discount. 
And, if the salesmen would point out the 
true meaning of such practice, as indicated 
above, there is no doubt but that every fair- 
minded man would recognize the truth of 
the assertion and admire him for his stand 








especially when it was based on such sound 
logic and sound business ethics. 


4 ba] 4 


What Price 
Materials? 


\ X J HEN a contractor bills a job, that 
bill represents under average con- 
ditions about 33 1/3% for labor, 
33 1/3% for materials and 33 1/3% for 
overhead and profit. While there have 
been numerous plans and methods advanced 
to enable the contractor to figure his selling 
price, none of them can be considered suit- 
able for universal application, and it is sad 
to state that in too many cases the contractor 
follows no definite method at all. 


Therefore it is safe to say that in most 
contracting work in most localities a definite 
attempt is made to secure a profit on the 
materials entering into the job something 
along the line above, and since the materials 
generally represent about half the cost, profit 
or lack of profit thereon is going to material- 
ly affect the situation. 

Again we wish to call the attention of 
electrical wholesalers and particularly their 
salesmen to the suggested Resale Price Serv- 
ice that is now being carried every month 
by our contemporary publication Exsc- 
TRICAL CONTRACTING. This service em- 
bodies a resale price for the contractor to 
use on practically every item he uses in 
construction work, eliminating guess-work 
and assuring him a reasonable profit, where 
before he had been only too likely to make 
no profit or even furnish material at a loss. 

We make the prediction that the time will 
come when the contractor will advertise the 
fact that he is using this Resale Price Service 
in order to identify himself as one who is 
doing a profitable business on a business-like 
basis, and that jobbers will hesitate to extend 
credit to the smaller contractor who is not 
using it. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numeral; 
Indicate Number of Wholesalers Reporting in the Respective Territories. 
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New 
KELLOGG fides 


QuIs news will ae 

be welcomed by be 
all distributors and 
dealers as an event 
well worth waiting 
for. These models will 
add new glory to the 
nation-wide reputa- 
tion of Kellogg as . 1 
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News From The Wholesale Field 





A. E. Loeb Opens Wholesale 
House 

\. E. Loeb, formerly of the 
\very & Loeb Electric Co., of Co- 
lumbus, O., announces the opening 
of a new warehouse and store, the 
Loeb Electric Co., at 242 N. 3rd 
St., Columbus. 

* * x 
Nassor-Michaels in Whole- 
saling Business Ten Years 

On March 1, 1919, a business es- 
tablishment was set up in a little 
“hole-in-the-wall” at 167 Washing- 
ton St., New York City. The 
name on the shingle told the pas- 
serby that this was the home of 
the Nassor-Michaels Electric Sup- 
ply Co., Electrical Jobbers. 

Now, with ten comparatively 
short years as a background we 
find the company has grown to be 
one of New York City’s represen- 
tative wholesale houses, operating 
at 28 W. 27th St., where three 
salesmen and one counter man are 
employed. 


and their Salesmen. 
Month the Personal Element in the Industry. 
Solicited in Making this Human Side of the Magazine 


THE JOBBER’S SALESMAN Maintains Menin the Field, it Sends 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 


Your Co-operation ts 


increased to 
found 


The business has 
such an extent that it 
necessary to have a branch house 
to facilitate the handling of stock 


at Hackensack, N. J., 


Was 


where Harry 
lLinkres is in charge. 
Nassor-Michaels has_ recently 
been appointed a distributor of the 
Burgess Battery Co.’s products. 


* * * 


Several Changes in Hawkins 


Personnel 

Moore, formerly of the 
Knowlson division of the Lake 
States General Electric Supply Co., 
and also of Julius Andrae & Sons, 
has joined the sales staff of the 
Hawkins Electric Co., Chicago, 
where he will be kept busy calling 
on the industrial trade. He will 
have the assistance of R. R. Till, 
who up to the present has been 
dividing his time between inside 


Geo. E. 


and outside sales work. Paul Pom 
pian has also been added to the 
force working in the capacity of 





More Interesting. 


counter salesman. Jas. Ruben 
stein will the 


and also handle all shipments. 


assist at counte 


Chas. E. Prichard Dies 

Charles E. Prichard, employed 
in the Sager Electric Supply Co.'s 
display room in Boston, died on 
January 29. He was well known 
and liked in and around Boston, 
where he had many friends and 
customers. 

J. E. Beauregard, formerly man 
ager of the Springfield branch, is 
no longer connected with the com 
pany. His position is being filled 
by W. A. Stuart, who was assist- 
ant manager at the Cambridge 
store. Mr. Stuart is one of the 
youngest members of the Sager 
organization and has been with it 
for only a few years, but he has 
advanced rapidly, according to the 
report, and it is expected will 
make quite a success of his new 
work. He will be assisted by 
Richard Ackerman. 











Electrical 
Association gathered at Forestdale, Vt., for the purpose of 
attending the unveiling of a monument to Thomas Daven- 


Way back in September, 1910, the Vermont 


port, one of the pioneer inventors in the motor field. It is 
a difficult task to identify all those present, but the follow- 
ing information was sent in by John P. Coghlin of the 
Coghlin Electric Co., Worcester, Mass. He is shown third 
from the left in the upper row. 

In the first row the second man is Mr. Knowlton of the 
Electrical World. Skipping one man we come to Thomas 
Davenport's brother. Skipping another we have Mr. Mol- 
lock of E. C. Lewis Co., Boston. Just to the right of the 


monument is Wm. Abley, credit manager, Graybar, Bos- 
ton 


Next to him is Mr. Hessell who died a few months 


ago, and following Mr. Hessell is Mr. Sprague of Robbins 
& Myers, Boston. Skipping six we come to Mr. Wells 
who at that time was president of the New England Di 
vision of the N. E. L. A., and next to him is Mr. Mann, 
manufacturer’s agent for National Metal Moulding Co., and 
other conduit fitting lines in Boston. In the second row 
the second man from the left is H. P. Brown who at that 
time was with Wetmore-Savage and who later was a mem 
ber of the firm of Thomas & Brown, electrical jobbers in 
Boston. Next to him, of course, is Mr. Coghlin and skip 
ping two men we come to Mr. Faulk of the Union Elec 
tric Co., Providence, R. I. Traveling over two men we 
come to Bill Myers who was New England representative 
for the American Circular Loom Co. 
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Now-a 


heat indicator 
on all 





The Empress—No. 538—A beautiful 
waffle iron, finished in sparkling nickel, 


handsomely engraved. Bakelite han- The Victoria—No. 582—A popular utility The Lightning —No. 536—a new 
dles. 7%” aluminum grids. Detach- iron. Sharply die cut grids. 634” size. smooth-top iron—beautifully finished. 
able cord. Retail $15.00, in Canada Mirror nickeled over brass. Will Not Aluminum grids 7%” size. Retail 
$18.50. Rust. Retail $9.00, in Canada $12.00. $10.00, in Canada $13.00. 


ANNOUNCING 


improved products and new items 


for 1929 
A S3heat pad 9x10 size, retailing at 


1. By popular demand, modern waffle irons with pat- $4.50—other models up to $10.00. 
ented heat indicators, that tell exactly when the 
grids are of proper temperature for baking waf- 
fles. Models, without indicator, at $1.00 less re- 





Reversible toaster—No. 526 — Hand- tail list. 

somely engraved reversible model— 2. Handsome engraving, special finish, and Bakelite 
takes two full slices of Toast. Retail handles, enhance the value of the STAR-Rite Re- 
$4.50, in Canada $5.00. versible Toaster—at least 50%. You can sell 


twice as many of these new Toasters. 


3. Don’t overlook the new 3-heat Pad retailing at 
$4.50—of the same construction as the regular 3- 





heat pads, only smaller in size. Here’s a leader! Electric Cleaner—No. 901—Cleans 

4. An electric Mixer with every convenience—agi- rugs, draperies, upholstered furniture 
tator adjustable to varying heights and angles; a and automobile interiors. Light and 
Motor and arm that may be disconnected from easy to handle. Weighs only 2% Ibs. 
base. Mixing bowl furnished FREE. Retails $15.00, in Canada $17.50. 


5. The new STAR-Rite Electric Cleaner gets the 
dirt—weighs only 234 lbs. and cleans draperies, 
upholstered furniture, car interiors, and many 
other things. Handle will be furnished for rugs 
and out-of-reach cleaning. 

6. The new STAR-Rite Flat Iron has an improved 
flat mica element—an assurance of satisfactory 





/ service. 

Mixer—No. 802—Mixes mayonnaise New Electric Ranges—Write for Range Catalog . 

and light batters—a real kitchen serv- -Rite R Jetel . d “er a 

ant. Retails $10.00, in Canada $12.00, Sp AR Rite Ranges oe ialeet constiuctpnandde. Flat Iron—No. 702—New and Im. 


proved—has flat mica element insuring 
long and satisfactory service. Retail 
$3.95, in Canada $5.00. 


sign. Guaranteed service. 





No. 14 Range with Kitchen Cabinet, Cabinet Range, Black Japan or Gray Por- : ; 
finish gray and white, full automatic. celain Enamel. White porcelain enamel Apartment Range—Color choice—Indi- 
Retail $245.00. trim.. $110—$185 retail. cate nickel with black, yellow, blue, 


red or green trim. $100—$150 retail. 


STAR- Rite Fitzgerald Manufacturing Company 
Electrical Torrington, Conn. 


Necessities CANADIAN FITZGERALD COMPANY, 95 King St., East, Toronto, Ont. 
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“JACK i: BOX” 


Automatic Toaster 
Toasts Bread 
Makes Toasted 
Sandwiches 
Write For 
Details 





















THE NEW PERC-O-TOASTER combines a fast, efficient, six- 
cup percolator and a toaster of the “flat” type in one, beauti- 
ful, harmonious unit. Either percolator or toaster may be used 
separately or together. One double plug—one outlet. Perco- 
lator may be washed in water without harm. Percolator ele; 
ment is Chromalox—highly efficient. Toaster toasts both side 
of bread at one time. It’s fast and makes delicious toast wit 
a savory, soft center. Finished in all nickel or with toaster 








compartment in black or white porcelaits enamel. Make sure 


k thi -maker. Th i — 
you stock this money-maker ere 1S only ONE Perc-O THE ARMSTRONG TABLE 


Toaster, no competition. STOVE, tenuate weld 2 . 
THE “OLD SOUTH” WAFFLE IRON is another Armstrong #1230 has always been a strong, 
. : R a ? consistent seller. With the same 
achievement. Here is a waffle iron that “Saves the First Waf- high quality, and now available in 
fle.” Heat indicator ‘Tells the Temperature” inside the iron. a wide range of colors, the demand 
Has highly efficient Chromalox ring elements fastened directly for this popular appliance is great- 
to the waffle molds. Beautiful, distinctive design; highly pol- ly increased at its new, low price. 


Boils, broils, toasts, fries, and 
poaches. At $8.85 it is a great 
; ; value and a fast seller. 
performance it has no superior. Has patented, non-arcing, The Armstrong Electric & Mfg. Corp. 
non-sticking switch plug. Huntington, West Virginia 


ished nickel finish. Eight inch overflow or spillage ring pre- 
vents batter from spilling over sides of Iron. In looks and 
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esterday- Soclay G a 


The secret of moving stock is in the elimination of 
buying mistakes. Keen observers of the popular 
trend pick winners, not of Yesterday, nor even 
Today—but of Tomorrow, and enjoy a quick 
turnover. 

The public wants high quality at a low price. It 

wants something unique, practical, serviceable, 

convenient, and economical to operate—and 
above all beautifully designed and finished. Ev- 
ery progressive electrical appliance merchandiser 
ows this—of course—but the question is 
» to secure such numbers. 








ARMSTRONG 
APPLIANCES 
ARE SOLO 


ONLY THRU 
JOBBERS 


Order From 
Your Jobber 






































MAN IN THE INDUSTRY. 


Here is the answer—the three Armstrong Appli- 
ances shown here not only fulfill the require- 
ments of the Dealer but meet the demand of the 
consumer of tomorrow. The “Jack-in-the-Box” 
Automatic Toaster is the first and only Toaster 
that not only toasts bread but makes toasted 
sandwiches “‘automatically.”’ | 





Each one of these appliances meets a definite need 
—each is priced right for quick turnover—each 
carries a liberal margin of profit. Make sure 
your Dealers are well stocked. 


ELECTRICAL APPLIANCES 












Have You Seen It? 
The New “Jack-in-the-Box” 

Automatic 
Bread and 
Sandwich 


Toaster 
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ive News | 
bout Live Ones A 





W. F. 
represented the Trumbull Electric 
Mfg. Co., is now associated with 
the General Electric Supply Corp., 


GEORGES, who formerly 


New York City. Wm. Lamp is 
another addition to the company’s 
staff. Both of these boys will 
handle the industrial business in 
New York City and vicinity. 


T. KissELt is now handling the 
city sales desk of the Electric Ap- 
pliance Co., Dallas, Tex., replacing 
Harry Kleinman, who has been 
promoted to the outside city sales 
force. 


S. T. Scuoorar, previously with 
the Asheville, N. C. branch of the 
Piedmont Electric Co., has been 
transferred to the company’s 
Greensboro house as salesman. 
Piedmont’s shipping department at 
Asheville has been placed. in 
charge of C. A. Pearce, who suc- 
ceeds Ralph O. Wells. Mr. Wells 
is now managing the service de- 
partment and also has charge of 
the National Mazda lamp depart- 
ment. 


Tue ATLANTIC Electrical Distrib- 
utors, Inc., of Brooklyn, has em- 
ployed three new salesmen—J. S. 
Keeler, H. L. Hanover and L. S. 


Wilson. This company has taken 


on additional warehouse space at 


on" 
oe oe | 


Atlantic Ave. 


Wm. GREENBURG is a new Sales- 
man and Ernest Wiener a new 
counter man with the Star Electri- 
cal Supply Co., Newark, N. J. 
Irving Weiss has been promoted 
to head of the gift and art depart- 
ment. 





G. Lester BETRON, formerly with 
the Prior & Sallada Co., Williams- 
port, Pa., has joined the sales force 
of the E. R. Beers Electric Co., 
Bloomsburg, Pa. 


B. F. Seasons and C. M. Robin- 
son are new men in the sales de- 
partment of the Mountain Electric 
Supplies Co., Pittsfield, Mass. 


SEVERAL additions have been made 
in various departments of the Rob- 
erts Empire Electric Co., Houston, 
Tex. G. W. Dortch, formerly 
with the General Electric Supply 
Corp., has been appointed superin- 
tendent of the warehouse. J. E. 
Couch, an old-timer once with the 
Hobson Electric Co., is in charge 
of the supply department, while 
C. C. Geeding will manage the 
service department. Another old- 
timer has been taken on—C. A. 
Faubian, who was for many years 
electrical salesman with the West- 
ern Electric Co., and is now cov- 
ering the valley territory for Rob- 
erts Empire. 


EvAN GEORGE HINSON is the new 
man serving the trade from behind 
the counter of the Illinois Electric 
Co., Chicago. 


Harotp O. Eporr, Graybar Elec- 
tric Co., Milwaukee, who roams 
around in the sticks, like Racine 
and such odd places, says he has 
been standing the cold weather 
very well and from all indications 
it looks like a good year for him. 


C. A. May has been transferred 
from the city sales desk to outside 
territory of the Mills & Lupton 
Supply Co., Chattanooga, Tenn. 
He will cover Tennessee, Alabama 
and Georgia. His former position 
has been placed in the hands of G. 
A. Gerald, who is also manager of 
stock control. 


A. H. Lang, whose home is in 
Waterloo, Ia., succeeds J. M. Rob- 
inson as salesman covering the 
northeastern Iowa territory for the 
Terry-Durin Co., Cedar Rapids. 

H. N. LAvpDAAL, up to the present 
time an electrical contractor in 
Horico, Wis., has accepted a posi- 
tion as salesman with E. A. Quar- 
fot, of Milwaukee. 


J. EE. WiLson, at various periods 
of his career connected with Pet- 
tingell-Andrews, Stuart Howland 
and F. S. Hardy, all of Boston, 
and at one time secretary of the 
Electrical Contractors’ Associa- 
tion, is now connected with the 
sales force of the Union Electrical 
Supply Co., Inc., Boston. 

* ok Ox 


Lines Added by Wholesalers 


Otto Reiman, Inc., Chicago— 
This company was appointed dis- 
tributor in Illinois and Indiana of 
the new Edicraft line of appliances 
made by Thos. Edison, Inc. 






























Here is one of the jolliest and nicest crowds in the South, the Perry-Mann 
Electric Co., Columbia, S. C. The men, left to right, are Messrs. Buggel 
(rear), Nichols, Emerson, McCarley, Hughey, Pitts, W. L. Perry, vice-presi- 
dent, and McClellan. 
and Meares. 


The girls are Misses Marsh, Sanders, Trowell, Weems, 
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/ jobs for 
ou should use Romex 










er 


ane 






, 


eed 
appr Oene. 


1 Rewiring old houses 
2 Wiring new houses 
3 Wiringelectric ranges 


4 Wiring electric re- 
frigerators where 
new circuit is neces- 
sary 









3 
Beet dino ys 


a wiring of 
private garages and 
similar buildings 





re, 
2 ws 


v 
Pea 
tee 
way 


6 Extensions for addi 
tional convenience 
outlets 


Ky 
‘Is 
is 






wr ed 


—ieN; 
M42 
Bois fs 


7 Battery charger cir- 
cuits and similar ra- 
dio installations 





If you would like to 
OME know of other places 
SHEATHED cawce where Romex is supe- 

rior, write for the latest 

Romex booklet. 


ROME WIRE COMPANY 


DIVISION OF GENERAL CABLE CORPORATION 


Rome, N. Y. 


ROME WIRE 


2801-R 


FROM WIRE BAR TO FINISHED COPPER WIRE 
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We will call this “Manhattan Medley”—everything from a buck private to a 
brigadier, all serving under the colors of the Manhattan Electrical Supply 


Co., St. Louis, Mo. 


Above, left to right: George Kemper, shipping clerk and 


as good a catcher as ever spit through a mask; Tom McLean, a wizard at 
soccer; Earl Reinke, just married; Joe Dubois, soldat Francais, and Jimmy 
Solari, the pet of the gang. The four “Big List and Discount Men” below are: 
Prewitt Creecy, East Side salesman and deuced clevah, too; Charlie Cook, 
purchasing agent, who can say “Yes” once in a while; Dick Goessling, well 
liked by his industrial customers, and (Clap hands!) John Berry, who sells 
electrical contractors like nobody’s business, because he was one himself once 


upon a time. Hail! Hail! etc. 





West Philadelphia Electric Sup- 
ply Co., Philadelphia—Apex radios 
have been taken on. 

Commercial Electric Supply Co., 
Toledo, O.—The Art Metal Co.’s 
line of “Ameo” safety hangers has 
been added. 


* 


Jobbers’ Sales Activities 

Crescent Electric Supply Co., 
Dubuque, Ia.—A sales campaign 
to last throughout 1929 has been 
arranged by this company on Edi- 
son Mazda lamps. 


Terry-Durin Co., Cedar Rapids, 
Ia—A Philco console radio cam- 
paign has been inaugurated, and 
also special activities on Edison 
Mazda lamps. 


Electric 
Ind.—A 
last 


Lake States General 
Supply Co., Evansville, 
sales campaign was begun 
month on Hotpoint irons. 


Varney Electrical Supply Co., 
Indianapolis—This company’s 
campaign in January on Westing- 
house warming pads proved very 
successful, they say. In February 
the sales efforts were switched to 
Westinghouse waffle irons. 


American Electrical Supply Co., 
Chicago—Special sales efforts are 
being expended on the Acorn line 
of instantaneous water heaters. 


Weinberg & Co., Chicago—An 
aggressive campaign has _ been 
started on Gold Seal radio tubes. 


General Electric Supply Corp., 
Chattanooga and Knoxville, Tenn. 
—Prize campaigns on Hotpoint 
irons and Edison lamps are being 


held. 


Jobbers Active in Association 

J. H. Campbell, manager of the 
Varney Electrical Supply Co., In 
dianapolis, has been elected vice- 
president of the Indianapolis elec 
trical league. 

R. R. Roberts, president of the 
Roberts Empire Electric Co., 
Houston, Tex., was recently ap- 
pointed to the finance committee 
of the Electric League of Hous- 
ton. H. F. Reichardt, sales man- 
ager of the Roberts company, was 
elected to the board of directors of 
the same league. 


J. M. Perlewitz, sales manager 
of the Salt Lake City branch of 
the Graybar Electric Co., was re- 
cently elected president of the 
Electrical League of Utah. 

x * * 


Changes in Personnel 


Harry Byrne, Jr., formerly man- 
ager of the North Coast Electric 
Co.’s Tacoma office, has been 
transferred to Seattle. Fred Phil 
lipps, of the Seattle office, will take 
Mr. Byrne’s place in Tacoma. 


ke ste 
*~ 7 


Leroy Hagan Takes Fatal 
Step 


And this is the epithet on the 
tombstone: “In memory of our 


‘Pal, Leroy Hagan. Departed 
this sixteenth day of January, 
nineteen hundred and twenty-nine 
from a life of freedom, peace and 
happiness.” All of which is just 
an announcement to the effect that 
the subject of the above, who is a 
salesman of the Monroe Lamp & 
Equipment Co., New York City, 
was married to Lillian Sherry at 
St. Bernard’s Church, after which 
the two spent their honeymoon at 
Palm Beach. 


The epithet appeared on tomb- 
stones at the places of each of the 
guests who attended the bachelor 
dinner given for him by Leroy’s 
friends. A clever menu was ar- 
ranged carrying pertinent remarks 
after each dish listed. 

















} Armored Bushed 











AMERICAN CIRCULAR LOOM COMPANY 


90 WEST STREET 





NEW YORK 
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BUSS Light illuminating 
... accurate boring operation on 
lathe at Briner Electric Co., 

St. Louis, Mo. 


Note the BUSS Light’ 
mechanical feature: 


Model No. 2002 shown at the left is particularly well suited to industrial uses. 
has a metal base and shade and is a sturdy light that will stand up under the harde 
usage. The spray bronze finish will not soil easily and is not 
affected by oil or caustic. The base plate twirls out toform a clamp —_ 

{D}. To hang the lamp, there is a slot in the base [C}. A strong spring - 
pressing on the ball joint {B} in the neck keeps it from ever wearing 
No. 2002 plain model loose. The shade holder {A} fits any bulb up to 60 watt. It adjusts to 
bronze finish shade any position and stays put—vibration won’t move it. Lamp is 
and base. equipped with a 9-foot cord and separable plug that fits any socket. 











Wherever individual light is needed—the BUSS 









ses. 


harde 


ti 
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liscovered 


this volume market 


in your territory? 


Every industrial plant has 
dozens of places where 
individual light is needed 


and— 


wherever individual lightis needed 
the BUSS will fit 


Even where the general plant 
lighting is good, think of the places 
where close-up, individual light will 
speed up production, relieve eye 
strain and preventerrors. Individual 
light is especially needed on machines 
where operators must keep careful 
watch and measurement on fine work. 


Every feature of the BUSS Light 
makes it fit so well into industrial 
needs. For setting up work in a 
machine or when something goes 
wrong, the BUSS Light may be 
quickly moved, clamped in place, and 
adjusted to light any part of the 
machine—then, just as quickly, put 
back in its regular place. And no 
matter how it is used—standing, 
clamped or hanging — the BUSS 
Light stays put and its light stays on 
the work. 

Stand the BUSS Light on a bench 


or any flat surface—the weighted 


base keeps it there. Hang it, by the 
slot in the base—any place, on a 
screw, nail or hook. Clamp it on 
any part of a machine—it holds with 
a vise-like grip on anything, round 
or square, up to 2’ inches thick. 
The neck of the BUSS Light bends, 
the shade tilts. It throws light right 
on the work, yet shades the eyes of 
the workman. ~ 


BUSS Lights are at work in 
hundreds of industrial plants — on 
milling machines, lathes, punch 
presses, screw machines, gear cutters; 
on printing presses;on power sewing 
machines in textile factories; in knit- 
ting mills; in plants where electrical 
appliances or precision instruments 
are assembled—on all kinds of jobs 
where close-up light is essential. 

A trip through any plant will show 
up place after place where BUSS 
Lights will speed up production. 


Carry this advertisement with you 
on your rounds 


In every plant you visit, show what 
the BUSS Light is doing to speed 
up production in other plants. 
Anyone interested in the increase of 
factory output will see at once that 


BUSS Lights should be on the job 
in his plant. 

If you haven’t already been getting 
this industrial lamp business, it’s a 
new step to bigger sales. 


Bussmann Mfg. Co., 2546 University St., Saint Louis, Mo. 








BUSS Light used in setting up tools 
on automatic screw machine, National 


Acme Co., Cleveland. 


~~ 





BUSS Light clamped on punch press 
to throw light directly on work. 





BUSS Light clamped to throw light 

from behind to facilitate accurate gear 

milling operation, Efficiency Machine 
Works, St. Louis. 


Also makers of BUSS Renewable Fuses, Plug Fuses, and Auto Fuses. 
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The Evolution of Business 


To the Editor: 

The experiment of the Electric 
Appliance Co., in Peoria, raises 
one question in my mind, and that 
is the relation of increased sales, 
if any, to increased overhead; 
whether the former is sufficient to 
overcome the latter. 

The establishment of their 
branch is in line with the evolu- 
tion of the chain store. The pres- 
ent day chain store is merely an 
improvement on the old style 
branch store. The underlying 
reason for this development is the 
need for local points of contact to 
feed and support the central or- 
ganization. 

The branch or chain _ store 
movement is still in its infancy. 

Apparent also is the gradual 
elimination of the salesmen. The 
new facts of warehousing, meth- 
ods of distribution and strongly 
centralized organization must in- 
evitably replace the old methods, 
among which is_ distribution 
through the medium of salesmen. 

The matter of credit, neces- 
sary in wholesaling, somewhat 
changes the picture. Where goods 
are sold on open account the con- 
ditions are different from those in 
the cash and carry, and the credit 
departments will have to _ be 
brought closer to the branches, for 
with the elimination of the sales- 
men the branch managers will 


need to be in such position that 
they will be able, in their districts, 
to control the delicate balance of 


Letters 
to the 
Editor 


credit for the benefit of and with- 
out injury to itself and the parent 
organization. 

Economic phenomena expresses 
itself in various and apparently 
un-understandable ways and_ is 
largely followed by instinct rather 
than reason. We are, therefore, 
surprised when we find a new fact 
entirely at variance with former 
facts and theories. 

Present competitive conditions 
compel quick decisions and acts, 
and the parent organization which 
is slow in these important essen- 
tials will find the progress of its 
branches not satisfactory. 

With methods of organization 
taken care of, we can face the fu- 
ture with the knowledge that the 
establishment of branches’ or 
chains is strictly in line with the 
evolution of business. 

SAMUEL KAPLAN, 
Belasco Electric Supply Co., Chicago 
a 


Mr. Dunn’s Article of Help 
To the Editor: 

I have read the article on com- 
mercial transportation by Leo M. 
Dunn in the February issue. It 
affords some valuable information, 
especially on the cost of trucking. 

I heartily agree with him that 
we cannot afford to make deliver- 
ies on the smaller orders, many of 
them on which the cost of truck- 
ing would be more than the profit, 
and some more than the total or- 
der. 

We have been compelled to 
eliminate most of the deliveries 
for our dealers, educating them up 
to the fact that we can give them 
so much quicker service by their 
calling for the material. 

If the electrical wholesalers will 
come to the Basket Stores system, 
it will reflect profit in a good many 
cases where there are now losses. 

It is certainly generous of the 
Graybar company to loan its sales- 





men money to buy cars without 
interest, but I question the wisdom 
of it as they will naturally take it 
as part of their just dues instead 
of feeling grateful to the company ; 
in other words, when a new man 
comes on, and they furnish a car 
to him on the payment plan with 
no interest charged, he would 
simply say, “why shouldn’t they, 
they do it for all the rest.” 

I agree with Mr. Dunn that a 
salesman should have his own car 
for reasons he mentioned. All of 
our salesmen own their own cars. 

I do not understand why he has 
advanced the maximum allowance 
from $3 to $4 per day, for use of 
car, in face of the fact that the 
cost of transportation is growing 
less each year, cars are made bet- 
ter; the cost of gasoline is cheaper, 
and each year the increased num- 
ber of miles of hard surface road 
makes less wear and tear on the 
car, and less gasoline per mile. 

We should not encourage ex 
travagance in expense accounts, 
but rather if the man is worth 
more money, pay it to him in 
salary. 

L. E. Rep, 


President, American Electric Co., 
St. Joseph, Mo. 


*k ok 


Radio and Refrigeration 
To the Editor: 


Referring to your February ar- 
ticle, “A Solution to the Summer 
Slump,” it is a question whether 
it can be entirely eliminated for 
the electrical distributor due to the 
very nature of the electrical busi- 
ness and particularly the high peak 
resulting to those handling radio. 
However, it certainly can be 
brought to within more reasonable 
limits with electrical refrigeration 
and such other so-called special- 
ties as are now manufactured or 
will be in the future. 

Experience has taught us that 
the radio personnel should not be 
used for refrigeration or other spe- 
cialties in the summer months but 
rather they should stay with radio 
and its dealers, working and lay- 
ing plans for the season ahead. 
We have found that the reverse 
policy is detrimental to both radio 


and specialties. . 
H. M. Moock, 


Moock Electric Supply Co., Canton, O. 











“Colortop ’ Fuses 


Fast Seller—Nearly 7,000,000 Sold in 7 Months 





It’s Easy Now 


to Know the Capacity of a Fuse 
Instantly by its Color 


Simplifies Inspection, Makes Easy Selection 
and is Instructive to Users. 


A help to the storekeepers, stock-clerks 
and others to select and know the sizes 
on the shelf and bins quickly. They’re 
packed in 5-unit cartons to facilitate mer- 
chandising—have the clear mica window No guess-work, no time lost, when 
storekeepers supply electricians with 
, The inspector’s duties are simplified that shows when they blow—and possess TRICO “Colortop” fuses. The capacity 
ies We as Re pry Acne Fach the qualities of large center contact, full ee eee 
thing is OK. threaded heavy shell and all porcelain 
non-shock top. No additional charge 
for the colored top. 
Paint the cut-out thesame 


Sugg estion to ( Sers: color as the “Colortop” 


fuse used. This will assure correct fuse replacements. No 
guess-work. No possible mistakes. 











The perplexity of the consumer guess- A colored band around the edge of each 5-unit carton _— “Colortop Phsony now sage a 
ing the size fuse wanted is eliminated indicates the capacity of the fuse the box contains. pabstenin t. tm to he ect a yt 4 
where TRICO “Colortops”’ are sold. Re- (6 Distinct Colors) ) mig ee 
placement fuses are bought by their colors. 7 





Free Samples on Request 


‘Hae event LiCO Fuse Mfg. Co., Milwaukee, Wis. “<t this serve 


he does not have them in stock your guid e 





WARNING! The Colored Top for fuse plugs is fully protected. 





Approved by Underwriters’ Laboratories, Inc., Hydro-Electric Power Commission of Ontario, and the following: Modern Priscilla, 
Good Housekeeping Institute, Herald-Tribune Institute, and Associated Factory Mutual Fire Insurance Companies. 
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Every feature 


of this New Hubbell Candle Socket 









































An improved Hickey... 
easy to detach and adjust 


Hickey has been redesigned for greater wiring 
ease and installation convenience. Note these 
features: 

Easily detached from socket or adjusted by loos- 
ening one screw instead of the usual two. (See 
arrow No. 4.) 

Hole provided for inserting screw driver to 
tighten on fixture. (See arrow No. 5.) 

Bushing for attaching to fixture has five full 
threads and set screw. (See arrow No. 6.) 


HUBBELL 
Candle Sockets 








wins appro val 


New simple mechanism 
.. Smoother action... 
... Longer life... 


Easier to install and wire 


UST take the new Hubbell Candle Socket 
and compare it with one of former design 
and construction. Then you'll know why 
every feature of the new socket is winning 
enthusiastic approval. 


Compare the new tripping mechanism. Its 
extreme simplicity...smooth positive action... 
sturdy construction...all show immediately 
why the new Hubbell Candle Socket will 
serve longer without mechanical trouble. 


Note the design of the improved Hickey. See 
how it has been made to save wiring and 
installation time. 


Some of the features of this new Hubbell 
Candle Socket are briefly described here. They 
will show why this socket will be demanded 
..and why you should obtain samples and 
information, now. 


HARVEY HUBBELL, Incorporated 
BRIDGEPORT, CONNECTICUT, U. S. A. 














New simplified mechanism 


smoother action—trouble-free 


New tripping mechanism is smooth and positive 
in action—fibre segment engages commutator 
directly—(see arrow No. 1). 

Stop for paper shell which can be depressed to 
take glass or fibre candle—(see arrow No. 2). 
Binding posts on one side for wiring conve- 
nience (see arrow No. 3). 

Ratchet and chain brought to complete stop 
when clasp reaches stop—no strain on fibre seg- 
ment—cannot pull out—(arrow A). 

A one-piece porcelain body for strength and 
proper alignment—(see arrow B). 

Parts are riveted to porcelain wherever possible. 
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Outstanding Developments 

of Graybar 

In announcing total sales of ap- 
proximately $75,000,000 for the 
Graybar Electric Co. in 1928, G. E. 
Cullinan, vice-president in charge 
of sales, declared that general eco- 
nomic conditions throughout the 
country pointed to increased pros- 
perity for the business world dur- 
ing the year of 1929. 

The Graybar company, the larg- 
est distributor of electrical goods 
in the world, closed the last three 
months of 1928 with the largest 
volume of sales of any quarterly 
period in its history. 

Mr. Cullinan bases his optimism 
for 1929 business upon reports 
from the 71 distributing houses of 
his company located in strategic 
merchandising centers throughout 
the country. From these, Mr. Cul- 
linan confidently expects his own 
company to show a marked in- 
crease in volume of sales during 
the coming 12 months, 

Increased efficiency in national 
merchandising and _ distributing 
methods witnessed during 1928 
will continue to be an outstanding 
phase of business during 1929, ac- 
cording to Mr. Cullinan. 

Seven new distributing branch- 
es were added to the Graybar 
chain during 1928, located as fol- 
lows: Rochester, N. Y.; Trenton, 
N. J.; Akron, O.; Flint, Mich. ; 
Hammond, Ind.; Oklahoma City, 
Okla.; and Beaumont, Texas. 
During the last three years of the 
existence of the Graybar company 
under its own name, it has shown 
over a 30 per cent increase in the 
number of distributing centers. 
Further expansion as demands 
warrant will be carried out during 
1929, Mr. Cullinan declared. 

Two of the outstanding develop- 
ments of the Graybar company 
during 1928 were: the expansion 
of its electrical merchandising ac- 
tivities, stressing particularly those 
in the household appliance and ra- 
dio receiver field; and the turning 
over of the ownership of the com- 
pany to its 2,200 employees who 
have purchased the entire $3,000,- 
000 common stock issue of the 
company. 

The Graybar Electric Co. at the 
present time, Mr. Cullinan said, 
acts not only as the sole distribu- 
tor for many Western Electric 


products in the United States, but 
also as the distributing agency for 
over 200 manufacturers whose 
products vary from telephone poles 
to pliers, and from _ wire to 
wrenches. In direct merchandis- 
ing fields, which officials of the 
company state is one of their fast- 
est growing lines, Graybar sells 
under its own name and trade- 
mark such items as radio receiving 
sets, washers, ironers, sewing ma- 
chines, vacuum cleaners, fans and 
lighting fixtures. 
*k ok * 

Keatley on Board of S. E. D. 

E. M. Keatley, president of the 
Virginian Electric, Inc., Charles- 
ton, W. Va., was unanimously 
elected a member of the board of 
directors of the Society for Elec- 
trical Development on January 16. 

* * * 
Delinquent Accounts 

The accompanying tabulation 
shows the number of delinquent ac- 
counts, the total amounts and the 
average amounts as reported to the 
National Electrical Credit Associa- 
tion by member manufacturers 
and wholesalers through its vari- 
ous divisions, for January, 1929, 
as compared with the same month 
the previous year. Also these fig- 
ures are shown for the 12 months’ 
period of 1927-8 and 1928-9. 


News from 20th Century 


The 20th Century Radio Corp., 
Brooklyn, N. Y., announces the 
appointment of J. F. McGrath as 
sales manager. He has been with 
the company five years, as assist- 
ant to the credit manager and 
more recently as credit manager. 
His former position is now being 
handled by John Campli, who 
comes to the company from the 
Wholesale Radio Equipment Co. 
of New York City. 

Several new men have been add- 
ed to the 20th Century sales force 
—both in Brooklyn and outlying 
territories. Claude F. Williams, 
A. G. Autenrieth and Theodore 
Wright will trail business in the 
Brooklyn territory while H. A. Ja- 
cobs and R. J. Walsh will cover 


the Manhattan territory below 
42nd St., New York, and the 


northern Bronx and southern 
Westchester territories, respec- 
tively. 

* * * 


Robt. L. Simon Sojourns 
in Havana 


Robert L. Simon, president and 
treasurer of the Metropolitan Elec- 
trical Distributors, Inc., New York 
City, spent the best part of last 
month lolling under the palms in 
Havana, Cuba. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
JANUARY 31, 1929 
NUMBER OF ACCOUNTS REPORTED 














Jo % 
Increase Increase 

January or 12 months or 
Division 1928 1929 Decrease 1927-8 1928-9 Decrease 
eG ON es oles Sek wen oe 8s 260 198 —23.8 % 3508 3047 —13.1 % 
Middle & Southern Atlantic.. 159 134 —15.7 % 2021 2177 + 7.7 % 
SS” eee 133 111 —16.6 % 1884 1569 —18.7 % 
Pacifie Coast 026 ccc ccic oe 11 19 +72.7 % 222 147 —33.8 % 
GEMMNMES Weng Soo oa dete os ee med 798 594 —25.8 % 10555 8560 —18.9 % 
¢ 00 1, | ae re 1361 1056 —22.4 % 18190 15500 —14.8 % 

TOTAL AMOUNTS REPORTED 
Jo % 
Increase Increase 
January or 12 months or 
Division 1928 1929 Decrease 1927-8 1928-9 Decrease 
Néw Work. ..22..... $ 49,527 $ 36,930 —25.4 % $ 552,454 $ 449,304 —18.6 % 
Middle & Southern 
pe eee 17,511 14,836 —15.3 % 239,255 281,195 +17.5 % 
New England ...... 14,774 10,925 —28.1 % 225,462 195,551 —13.3 % 
Pacific Coast ....... 1,933 6,776 —50.5 % 22,311 23,872 —12.6 % 
COREE aia aon oes 100,755 61,980 —38.5 % 1,204,277 1,011,041 —16. % 
TOTAL . $184,500 $131,447 —28.6 % $2,248,759 $1,960,963 —12.8 % 
AVERAGE AMOUNTS 

January 12 months 
1928 1929 1927-8 1928-9 
Baie © WONB Ne oS he ha a ny xg Care ha ike dw $186 $1901 $1833 
Middle & Southern Atlantic ............ 110 110 1432 1548 
CO EO exis 2 Ss nlgs a eNews xe 111 98 1442 1495 
RRM ORME soll A coh g's < reh en eeu eee Oe 175 356 1764 1665 
ee se eet Pay oc tain die eon waula S's 126 104 1373 1417 
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These three groups are important in the organization of the Protective Elec- 


trical Supply Company, Fort Wayne, Ind. 


At the top: M. B. Larimer, presi- 


dent, is shown with H. A. Popp, one of the directors (left), and E. M. Popp, 
secretary and treasurer (right). Center: The office force of the company. At 
the bottom: Sales representatives, reading from left to right, first row, M. F. 
Bacon; J. C. Ellert; J. C. Young, and Don Keppler. Second row: Fred W. 


\W iebke ; is 
Fitch 
state of Indiana. 


Busch; W. H. Lehmon; H. W. Henline, sales manager, and J. M. 
These men cover territory in Ohio and Michigan as well as the entire 





Electric Appliance Distrib- 
utes Broadside to Trade 
A broadside acquainting its 
trade with the company’s various 
and has been 


houses personnel 


sent out by the Electric Appliance 





Co. The territories covered by the 
six houses at Tulsa, Oklahoma 
City, Dallas, San Antonio, Hous- 
ton, and Harlingen are given, each 
house being pictured. 


The Electric Appliance Co. at 


Oklahoma City has taken over the 
business of the General Appliance 
Co., Kelvinator distributors. 

* * * 


“Through-the-Dealer Plan” 
for Appliances 


Henry H. Courtright, president 
of the Valley Electrical Supply 
Co., Fresno, Calif., has received the 
James H. McGraw medal and 
purse for co-operation, for 1928. 
They were presented on January 
14 at a special luncheon given in 
San Francisco, arranged by the 
California Electrical Bureau and 
officially sponsored by the San 
Francisco Electrical Development 
League, Pacific Coast Electrical 
Association, Pacific Coast Electri- 
cal Jobbers Association and the 
Light & Power Association. The 
citation reads as follows: 

“Henry H. Courtright, president 
and manager of the Valley Electri- 
cal Supply Co., of Fresno, Calif., 
a subsidiary of the San Joaquin 
Light and Power Corp., estab- 
lished for the purpose of build- 
ing residence load, adopted as a 
fundamental the principle that ex 
isting agencies should be utilized 
in the upbuilding of an effective 
retail electrical trade. He believed 
that it would best serve the public 
and the industry to promote and 
develop the household appliance 
business on a basis attractive and 
profitable to merchants now en- 
gaged in it. He was unwilling to 
attempt to force sales by artificial 
or arbitrary trade dominance by a 
public utility, working naturally 
with the prime motive of increas- 
ing the consumption of electricity 
and only incidental consideration 
for the economic soundness of its 
merchandising policies as they af- 
fect competing outlets. He ap- 
proached the problem recognizing 
that there is a pioneering period in 
the early life of each important ap- 
pliance when money and effort 
must be invested in educational 
promotion in order to popularize 
it more quickly. Because the regu- 
lar merchant looks upon this as a 
period of experimental develop- 
ment it becomes necessary for the 
power company to bear the burden 
of expense to the point where it 
has won sufficient public accept- 
ance to be salable by ordinary 
merchandising methods. He ac- 
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Fetch Your Barrels, Boys! 
It’s going to rain / 
DUCK SOUP, 


New ideas and improvements vastly 
to your benefit will shortly be an- 
nounced. The Ettco line will be 
easier to sell, consequently far more 
profitable, than ever before. Start 
spreading the glad tidings as you 
travel your route this month. Get 
your buyers all hyped up so you'll 
be ready to cash in when the new 
line comes out. 












Watch for 


Announcement 


ed 
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Fea PRODUCTS | 


Armored Cable 
Flexible Steel Conduit 


Non-Metallic Sheathed 
Cable 


Non-Metallic Conduit 
(Loom) 








bi Oe 

















EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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One! Two! Three! Ready, Go! And that’s just what they did. No sooner 
had the camera clicked than the ten of them had disappeared in as many direc- 
tions. But then it was Saturday afternoon with places to go and things to do. 
These folks represent the staff of the Electric Contractors’ Supply Co., Des 
Moines, Ia. Standing, left to right: H.M. Minnis, vice-president; H. O. Hale; 
J. R. Barsanti; Dale Wardrip, driver; Lillian Fifield, stenographer; E. E. An- 
derson, bookkeeper; Maxine Schmitt, assistant bookkeeper. Front row, left to 


right: Lewis Carter, Phil Carlson, K. R. Clemons, assistant shipping clerks; and 
Robt. Herselius, shipping clerk. 











other classes of business, and is 
receiving a high rate of return per 
kilowatt. Dealers have been in- 
creasing their sales at the rate of 
20 per cent a year. Jobbers and 
manufacturers are receiving a 
steadily increasing volume of busi- 
And the entire appliance 
trade has been brought to a high 
degree of stability and prosperity 


cepted also the premise that the 
life load value of an appliance sold 
into the home justifies a definite 
expenditure to secure the business. 

“Acting on this theory he en- 
tered into a contract with the San 
Joaquin Light and Power Corp., 
whereby a definite compensation 
was to be paid for each kilowatt 
of load sold onto the system 


ness. 
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with trade relations immeasurably 
improved. So conspicuous has 
been the success of this “Through- 
the-Dealer Plan’ that it has re- 
ceived the official endorsement of 
the California Association of Elec- 
tragists and the Pacific Coast Di- 
vision of the National Flectrical 
Wholesalers Association. It is be- 
ing widely discussed throughout 
the country and watched with in- 
creasing interest by electrical men. 

“Through his personal initiative 
and leadership in conceiving, or 
ganizing and operating this co-op- 
erative system of merchandising, 
Mr. Courtright has made a valu- 
able contribution to the advance- 
ment of practical co-operation in 
the electrical industry, for he is 
aiding in the solution of one of the 
industry’s most difficult problems. 
Therefore the judges have awarded 
to Mr. Courtright the medal and 
purse for co-operation for 1928 
given under the James H. McGraw 
Award.” 


ke 
*k 


Ft. Worth House for Electric 
Appliance Co. 


An office has been opened by 
the Electric Appliance Co., of 
Dallas, Tex., in Ft. Worth, under 
the managership of Geo. T. Young. 
Mr. Young will call on contractors 
and central stations in and around 


Ft. Worth. 





through the efforts of the Valley 
Klectrical Supply Co. He estab- 
lished a ‘Through-the-Dealer Plan’ 
under which the Valley company 
entered into a promotional rela- 
tionship with some ninety-odd re- 
tail selling electrical 
appliances the territory 
served by the San Joaquin system. 
The income derived from the par- 
ent company was to be applied to 
increasing the sales of these deal- 
through advertising, demon- 
and other of 
promotion and co-operation. 


dealers 
within 


ers 
strating measures 

“As a result of four years of this 
activity, the average annual do 
mestic consumption of electricity 
on the San Joaquin system has 
been increased from 442 in 1923 to 
approximately 742 in 1928, and the 


average sales of appliances per 
customer, has been raised to the 


high figure of approximately $35 in 
1928. 
ing no more than the average for 


he power company is pay “a 


tric Supply Co., Indianapolis. the 


of the company. 





\ General View of the Indianapolis Division of the Lake States General Elec- 


Oval is F. H. 


Lamb, Service Manager 
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Right Behind You « « « 
all the time 


There is no doubt about & co-operation. It began 
when @ engineers first started to design @ Panel- 
boards and lasts straight through to the final 
service of the panelboard itself. @ builds panel- 
boards so they are easy to use—therefore easy to 
sell—if you will get behind them. It requires just 
a little thought — just a little study on your part 
and you add tremendously to the sum total of 
your sales. 


As @ is the first sectionafly constructed type 
with features never thought of by any one else 
until they became known, it is and always will 
be the leader. In selling @ you not only please 
the architect and contractor but supply the very 
panelboard that means everlasting satisfaction to 
the owner. € Panelboards require less mainte- 
nance and last as long as the building in which 
they are installed. 


Write for the @ Catalog and have your salesmanager get the 
@ Stock Proposition. Both will aid you. There is an @ man 
near you—talk to him and learn the way to increase your sales. 


Prank Adam 


ELECTRIC COMPANY 


ST. LOUIS 
Dy oF re Fee oF FIC FE S§ 
Atlanta, Ga. Cincinnati, Ohio Kansas City, Mo. New York City San Francisco, Calif. Toronto, Ont. 
Baltimore, Md. Dallas, Texas Los Angeles, Calif. Omaha, Neb. Seattle, Wash. Vancouver, B.C. 
Boston, Mass. Denver, Colo. Memphis, Tenn. Philadelphia, Pa. Tampa, Fla. Walkerville, Ont. 
Buffalo, N. Y. Detroit, Mich. Minneapolis, Minn. Pittsburgh, Pa. Tulsa, Okla. Wianipes, Mon 
Chicago, Ill. Jacksonville, Fla. New Orleans, La. Richmond, Va. Montreal, Que. : eal P 
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Showing the folks from the C. & H. 


Electrical Supply Co., 


Chicago. Left to 


right: Rose Cohen; Sam Wittenberg; Theodore Dien; Jack Hechtenthal; Harry 
Hechtenthal, secretary-treasurer, and Chas. Hechtenthal, president. 





Star Family Too Large for 
Old Home 


The business of the Star Electri- 
cal Supply Co., Newark, N. J., has 
increased to such an extent since 
its humble beginning 22 years ago 
that it has again been found neces- 
sary to add to the warehouse. A 
three story building at the rear of 
the company’s present location was 
recently acquired with an entrance 


at 134 Mulberry St., which in 
creases the floor space to approxt- 
mately 300,000 square feet. 

The combined buildings are now 
being remodeled, necessitating an 
expenditure of about $15,000. This 
will provide additional display and 
selling space, particularly for elec- 
tric lighting equipment and acces- 
and better facilities for as- 
sembling and wiring lighting fix- 
tures, glass ware storage, etc. 


Sories, 


Don Hill Wins Westinghouse 
“Gibson Award” 


Don Hill, of the Illinois Electric 
Co., Chicago, has won the “Gib- 
son Award” which is given each 
year to the high salesman in each 
associated company of the West- 
inghouse Commercial Investment 
Co. Highest gross sales, sales in- 
crease over the previous year, co- 
operation with the credit, ware- 
house, and shipping departments, 
and the salesman’s general per- 
formance are the points taken into 
consideration in making _ this 
award. It consists of $50.00 in 
cash, a comprehensive tour of the 
plants of the Westinghouse Elec- 
tric & Mfg. Co., and an engraved 
Certificate of Award. 

*k ok x 


Maritime Doing Steamship 
Business 

J. J. Gill, president and general 
manager of the Maritime Electric 
Co., Inc., New York City, says 
that the greatest part of his com- 
pany’s business is done with 
steamship companies. One _ in- 
stance cited is the complete fitting 
of the steamship “America,” which 
under Captain Fried rescued the 
Italian ship “Florida” in January, 
with its electrical equipment. All 
of which goes to prove that there’s 
business for the jobber in every 
port. 





AMERICAN 
ELECTRI« 
or @) 


Ca 


Se 


1 
‘ ye 


¢ : 
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AMERICAN 
ELECTRIC 
CO. 


V¢ 





It was impossible to get the entire force of the American 
Electric Co., St. Joseph, Mo., together—salesmen being on 
the road and many out with the flu, but we have here a 
goodly collection. All of the company’s department heads 
are seated in the first row, with the exception of Harry 


White, manager of the lamp department, who was out of . 


town From left to right they are: Thos. Courtney, super- 
intendent lighting fixture production; Rudolph Falkenbach, 





auditor; H. L. Schmutz, manager refrigeration department; 
R. A. Peck, in charge of service and purchasing; L. E. Reid, 
president; J. R. Steele, sales manager; B. D. Biggerstaff, in 
charge of oil burner department; Albert Shawver, superin- 
tendent shop and motor department; S. W. Beale, credit 
manager, and C. A. Brown, manager fixture department. 
The company has just been appointed distributor of Stand- 
ard electric ranges. 
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“Just What ‘Their ee 
Specifications Call For” 


HENEVER the Central Stations call for accessible 









service side fusing—use an “Acco.” 
For two reasons—first, because they do exactly what 
i Switch lever 2 th 
the Power Company wants, that is, they make it both = in«on” posi. | S—=> 
easy and safe for their customers to renew fuses, and _ ‘ion prevents KL FS el 
. . ° . access to — mie 
second, because every detail of their design is planned to yaaa _ 
make them easy to install. ae 














Compare these Noark Switches with any other make. See how 
clean their knockouts are, how handy their contacts, how roomy 


their cabinets and how accurate their fittings! Switch lever 
These items may not seem much in themselves, but they save in “off” posi- 
: eer tion permits 
enough of your wiremen’s time to show you a real profit. pel mater 
fuses 


CoLt’s PATENT FirE ARMS MFG. Co. 
ELECTRICAL DIVISION @ 


HARTFORD, Connecticut, U.S. A. 


33-S-24 NEW YORK « BOSTON + PHILADELPHIA + CHICAGO + SAN PRANCISCO 
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Ce seit sitll ee 


ae gee semanas eemaNIN 


Do the fans you sell 
keep your promises? 


H*F you been spending time and profits servic’ 
ing fans that have fallen down on the job? 
Then stock a line that will stand up and keep your 
promises for you. Diehl Fans live up to every fea- 
ture that we have given them, and may be counted 
upon to make a real sales appeal wherever displayed. 








Ventilating and Exhaust 
Fans 9 inch to 60 inch 


y 


—— 


Ceiling Fans of various 
types 





The Wind-O-Vent for 
Better Home Ventilation 











Fan sales, however, 
are built not only 
on pleasing appear- 
ance, ruggedness 
and smooth run- 
ning qualities 
also on the reputa-/ 
tion of the manu-, 
facturer who builds | 
the product. 

1888 the Diehl 
Manufacturing 
Company has been 
making electric 
fans that set the 
standard for attrac- 
tive outward ap- 
pearance and _ sub- 
stantial inward 
worth. 






There’s good profit and a 
big volume growing bigger 
every day on the books of 
Diehl Fan jobbers. Write 


for our proposition. 


The Diehl Line includes fans for every 
purpose from the circulation of air in 
telephone booths to the ventilation of 
large industrial plants. Diehl is an “all- 
year” line. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 


THE SINGER MANUFACTURING COMPANY 
ELIZABETHPORT, N. J. 


Boston Chicago 
Philadelphia 


Columbus Dallas 
Pittsburgh St. Louis 


Atlanta 
New York 


Deal with 





DIEHIX 





| chandising 








Graybar Augments Staff at 
Kansas City 

The Kansas City branch of the 
Graybar Electric Co., which serves 
the territory from the Dakotas to 
the Texas line and from the Colo 
rado line eastward through central 
Missouri and Iowa, has greatly ex 
panded its merchandising efforts. 
The increased business, coming 
through the completeness of the 
radio and appliance lines, has ne 
cessitated the employment of an 
additional staff of specialized en 
gineers and merchandising man 
agers. Following is the new per 
sonnel : 

A. G. Bard, merchandising and 
supply salesman at Wichita, 
Kans.; R. E. Fee, merchandising 
salesman at Omaha, Nebr.; J. H. 
Hollister and W. E. Clayton, mer 
salesmen at Kansas 
City; R. F. Downs, assistant sup 
ply specialist at Kansas City, and 
R. L. Thomas, assistant power ap 
paratus engineer at Kansas City. 

Another specialized department 
has been created in the Kansas 
City-St. Louis district—a street 
lighting department under the 
management of S. B. Hardin, for 
merly Oklahoma City manager. 

*K * * 

Carolina Electric Has Opti- 
mistic Outlook for 
New Year 
Although the Carolina Electric 
Supply Co., Spartanburg, S. C., 
reports 1928 as the most unsatis 
factory year in the last quarter 
century for that territory, the out 
look for 1929 is most cheerful, 
they say. This because of the fact 
that many new power plants, tex 
tile and other industrial plants 
have already been started and 
others are in the process of getting 
under way. The report-says that 
commercial lighting sales have 
shown an increase with small ef 
fort being expended along these 

lines. 
* * * 
Harry Alter in New 
Home 

Since last month’s report of the 
Harry Alter Co.’s change from th« 
electrical supply wholesaling busi 
ness to that of radio distribution. 
the company announces its loca 
tion in a six story building at 34 
N. Dearborn St., Chicago. 
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QUALITY s PARAMOUNT! 





Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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Resources Behind You! 


ge semer merchandising is based upon a 
definite jobber policy. It recognizes the 
jobber as an essential factor in the economical 
distribution of lighting equipment. Designed 
upon the fundamental principles of protec- 
tion and cooperation, a Kayline franchise 
assures the utmost in satisfaction with cor- 
responding profits. 


Our plan embraces promotion among 
contractors, dealers, architects and other 
contending factors towards the better de- 
velopment of sales in the local market. The 
success of this has resulted in a keen appre- 
ciation of the business this plan has so 
substantially built up. 





All our resources are behind you. Your 
selling efforts are minimized. Our diversi- 
fied line practically meets every need and 
requirement. We’d like to tell you more 
about it. Write us for the whole story. 


Your name will be 
the 


title page of a sufh- 





















imprinted on 
cient quantity of 
these 48 page cata- 
logs to cover your 
Write 
for a copy of it to- 


day! 


entire list. 


THE BATEINE CO. 


602 Huron Road 
CLEVELAND, OHIO 
Manufacturers of Lighting Equipment 
SINCE 1895 
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| mountain 


| 
| 
beg about it. 


nothing like climbing a 
for pastime, if N. Gertler, 
president of the Gertler Electric Co., 
Inc., New York City, has anything to 
Here we have a snap of 
of him on his annual outing at Lake 


There's 


| Placid, N. Y., all ready for the hard 


pull to the top. 


J. B. Strothers Not With 
Matthews 
The February issue carried a 
picture and news item about J. B. 
Strothers, stating that he was with 





the Matthews Electric Supply Co., 
| Birmingham. 
| . . . 

| was given in error, according to a 


This information 
report received. Mr. Strothers is 
‘not with the Matthews company 
‘but is simply connected with the 
‘town of Luverne, Ala., where he 
|sold four ranges in one day. 
- & * 
J. L. Owen Follows 
the Birds 

Even as the birds fly south for 
the winter so do many of those 
who dwell in the north seek the 
warmer and sunnier climates at 
this season. And, J. L. Owen, 
treasurer and general manager of 
E. B. Latham & Co., New York 
City, is no exception. His recent 
trip to Miami, Fla., however, 
served a double purpose, for he 
was not only seeking a more com- 
fortable climate but, incidentally, 
business, too. While in Florida he 
visited E. B. Latham, president of 
the company, who has his winter 
home at Coral Gables. 
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Lighting for Spring 
AS each new season is ushered in, scores 
of new and greater opportunities are im- 
mediately created for increased sales on 
Sterling Reflectors. 

Show Windows, Salesrooms, Building Ex- 
teriors, Expositions, Play Grounds, Bath- 
ing Beaches, Storage Spaces, Monuments, 
and Interiors furnish interesting possibil- 
ities which with Sterling Reflectors can 
invariably be turned into profitable sales. 


Reflector & Illuminating Co.4 


Manufacturers & Engineers 


1411 Jackson Blvd. Chicago, U. S. A. 


Representatives in All Principal Cities 
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Loxon cuart 
Keep the me 
on the Job 


Many times lights are put out of commission at some critical 
stage of an important job through an accidental knock or jar 
of the lamp. Valuable time is lost by having to procure others 
to replace the lamps broken; the worker’s efficiency is impaired 
and production suffers. The cost of replacements runs into 
considerable sums to say nothing of the hazards of fires and in- 
juries from hot and broken glass. 


Loxon Guards on every bare lamp protect the lamps from 
nearly all chances of breakage. They are locked on the socket 
with a key and the lamp cannot be removed or stolen without 
using the key or breaking the guard itself. 


The Guards are made of heavy steel wire and will stand the 
hardest kind of abuse and stay on the job. 


The Gripon is another of the extensive McGill line. For the 
purpose of protection only this is a very sturdy and reliable 
guard. 


Loxon Guards are stand- 
ard everywhere. The 
most widely advertised 
and most consistently 
used protective guard on 
the market. No matter 
where you go ask for an 
order for McGill Loxon 
Guards, 
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A. A. Gabel Opens Jobbing 

Business in Pearl River 

A. A. Gabel has resigned as 
president of the Gabel Electric 
Co., Inc., New York City, to estab- 
lish an electrical supply house, the 
Suburban Electrical Supply Co., at 
Pearl River, N. Y. Mr. Gabel’s 
interests in his former company 
have been purchased by F. O. 
Erickson, who will be president 
and treasurer, and Mr. Speich, Jr., 
who will be vice-president and sec- 


retary. 
* * * 


‘Canfield Gives Dinner 

A dinner and sales conference 
was held recently by the sales 
force of the Canfield Supply Co., 
Kingston, N. Y., in connection 
with Robert Corvey, district man- 
ager of the Westinghouse Lamp 
Co. Plans were completed for an 
extended lamp campaign for 1929. 

This company announces its ap- 
pointment as distributor of the 
“Toastmaster,” manufactured by 


the Waters Genter Co. 


New Line-Up of Officers 

at Front Co. 

Since the announcement of the 
death of Henry Front, former 
president of the Front Co., Wheel- 
ing, W. Va., last month, report 
has been received of the new set- 
up of the company’s officials. It 
is as follows: 

S. S. Front, president; A. K. 
Clifford, vice-president; Peter 
Front, secretary; Sam _ Front, 
treasurer; Chas. Schreiber, pur- 
chasing agent. 

* * * 


Hoagland Appointed to 


Board of Directors 
Announcement is made of the 
appointment of W. P. Hoagland, 
central district manager of the 
Graybar Electric Co., Inc., to the 
company’s board of directors. 
* * * 


Frank Ames Promoted 
Frank H. Ames, who was for- 
manager of the General 


| Electric Supply Corp., at New Or- 


| 
| 
| 


leans, has been promoted to the 
company’s house at Newark, and 
he is in charge of the branches in 
Jersey City and Paterson. 
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Two high quality Thrust 
Ball Bearings take care of 
the push and pull thrust 
encountered in heavy 
drilling. Bearings will 
last the life of the drill 
and require no adjust- 
ment. No looseness, no 
wobbling. The most effi- 
cient method of support- 
ing the spindle shaft. 





Let your customers try out this drill or any 
other drill listed below. Ask them to com- 
pare these drills with any drill they have 


used for power and efficient production. The Stanley %" Heavy Duty 
Electric Drill, No. 342 


Catalog No. $59s will be sent on request. Price $78.00 
The Stanley Rule and Level Plant, 
New Britain, Conn. 


The full line of powerful Stanley Electric Tools include: 


DRILLS 
No. 141 — 4" Standard Duty $30.00 No. 582 — 59” Heavy Duty $68.00 
No. 142 — 4” Heavy Duty 40.00 No. 341 — 34" Standard Duty 70.00 
No. 562 — 5/16” Heavy Duty 44.00 No. 342 — %4” Heavy Duty 78.00 
No. 382 — 3g” Heavy Duty 52.00 No. 781 — %" Standard Duty 85.00 
No. 121 — %” Standard Duty 54.00 GR 
No. 122 — 1%" Heavy Duty 60.00 INDER 


No. 556 — Bench Grinder $46.00 
Drill Stands, Attachments, etc. 


STANLEY TOOLS 
ee 


st 
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Four Inches 












Qhis NEW 


and LARGER size 
of SQUARE-Duct 


Brings a wider range of 

usefulness and cuts 

in half the number of 
fittings needed 


Larger than any other similar product on 
the market .. . and still offering all its many " ! 
exclusive features ... the new SQUARE- 
Duct that is four inches square represents 
a big step forward in electrical equipment 
manufacture. 


Four-inch square SQUARE-Duct actually cuts in half the number of 
fittings needed on each installation. Only one elbow, one collar, one 
hanger, one junction box. . . will do the work. 


Obviously this new SQUARE-Duct (of course, you may still obtain the 
3 x 4-inch and 2'2 x 2'2-inch sizes) offers a wider range of usefulness, for 
it is adaptable for any angle of installation. 


Highest quality features this new product. A/J SQUARE-Duct, in each of 
its three sizes, is made from dies and not from just folded sheet metal. All 
collars are spot-welded to the duct with the aid of fixtures (jigs) ... an 
advantage which removes all possibility of the collar being attached 
crookedly and causing faulty alignment, when the duct is installed. 





This drawing illustra‘es 
the wide adaptability of 
SQUARE-Duct.ASquareD 
power panel is also shown. 


Increased size without increased cost 


Economy too, is a feature. Four-inch square SQUARE-Duct gives you 
larger size and greater wire-carrying capacity ... yet the price is the 
same as for the 3 x 4-inch size. And by reducing the number of fittings 
needed, it lowers the cost of materials on each job. 


This addition to the Square D line is important to contractors. Write 
now for complete information. Four-inch square SQUARE-Duct is a 
good product for all jobbers to stock. 


SQUARE D COMPANY, DETROIT, U.S.A. 

FACTORIES AT: DETROIT, MICH., PERU, IND. (144) 

SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 












BRANCH OFFICES BRANCH OFFICES 
Boston Birmingham Cincinnati Kansas City 
New York Syracuse Chicago Dallas 
Philadelphia Buffalo Milwaukee Denver 
Baltimore re Pittsburgh en give, Angeles 

ichmon rand Rapids Li 3 
Atlanta Cleveland ELECTRICAL EQUIPMENT St. Lous Portland 








Michael Ert has just been elected 


president of the Federated Radio 
Trades Association. He is president of 
Michael Ert, Inc., Milwaukee, Wis. 





Securing Your Share of 
Window Light 

from Page 11) 

jewel boxes when they come in. | 

ask you to close your eyes and 

imagine how that display will look 

under these new lights.” 

This man got the business and 
the incident is quoted to illustrate 
what a big advantage it is if the 
lighting proposition can be put be- 
fore the prospect as being on a par 
with the regular purchase of mer- 
chandise for stock and resale. The 
lighting salesman is up against 
this fact—that the merchant will 
gamble daily on anything from a 
trick can opener to a barrel of fancy 
cocktail glasses, without knowing 
whether they will go or not; but 
he will put off for months the in- 
stallation of adequate lighting that 
is no gamble at all. Hence the 
salesman’s biggest job is to make 
the owner think of lighting as a 
necessity and not a luxury—not 
something to make his place pret- 
tier but something that will sell more 
goods. 


(Continued 


It is not at all necessary to tell 
the jobber’s salesman that the 
lighting sales surface has not been 
scratched and that there are pros- 
pects galore all over his territory. 
He knows that. What keeps him 
awake is thinking up ways to make 
the prospect see the vision of in- 


creased efficiency so clearly that he 


will take immediate action in the 
form of an order, instead of paying 
the line a lot of compliments and 





Ni 
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WADSWORTH 


Pa --Always Gives 


Your Customer 


re His Wad’s Worth 


New Quick Make-Quick Break 
Industrial Switch of 60 Amp., 250 Volt 
Note all Breaking Mechanism on 
Outside of Cabinet 





IONEERING safety switches has 


given us a lot to do, but even when the 
flood of details was at its highest we have never 
lost sight of one fundamental: Give the cus- 
tomer his money’s worth. The satisfaction 
that brings repeat business has been working 
for our jobbers since the first day. 





No. 1843 


Accessible Fuse 
60 Amp. Single Phase 
Meter Test Type 


No. 1451 T—Banked 





Showing Method of Banking 


Note Ample Space in Channel for Mains. Simple and Safe. 





We offer you a complete line—you can give 
his money’s worth to every customer, no mat- 
ter what sort of safety switch he wants. 
There’s a profit in every sale, for you, too, are 
a customer and must have your money’s 
worth; a fair return on your time and money. 


Send for our catalog and see how exactly our 
line suits your demand. 





The WADSWORT TRICMFGE INC. 
Covington ntucky. 











There Is A Wadsworth Switch 
For Every Installation 
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tH) March Check-up 


E ARLY Fall;—just before the Holiday Rush;—and 

Right Now are the three big seasons for Luminous 
Locator sales. Jobbers find “drives” on these items 
most productive at these times. 


Therefore:— 


Now is the time for Sales Managers to 


Check stock 

Order additional quantities 

Bulletin the sales force 

Talk the matter over at the weekly conference 
Use the house organ going to dealers 


And for salesmen to sell. 


Perhaps These Thoughts Will Help 


Luminous Locators have a large, over-the-counter sale as an “im- 
pulse” item. This means that the dealer should buy full, standard 
packages so as to have enough cards for at least one in each window, 
on the counter, and on the shelving. The more display the greater 
the sale. You render the dealer a service when you make this 
clear. The manufacturer has this in mind when carding in small 
units. 


Lamp purchasers are fine prospects. Remind your dealer of this 
fact. Also remind him that Locator customers are good lamp sale 
prospects. 


Locators dress up fixtures. Let the dealer equip his display and 
add them in the price. 


The buyer of one locator probably needs or can use a dozen. 
Remind your dealer that bashfulness about suggesting this does no one 
any good. Sell the dealer larger units, and help him sell larger units 
and you'll sell him oftener. 

“An ‘S. P.. a day won't keep any doctors away,” but it is a small 
quota to keep in mind. And yet even so small a sale would pay for 
the doctor you can’t keep away. And only you yourself can limit 
your sales to that. The market in your territory is much bigger than 
a package a day. 


UNITED STATES RADIUM CORPORATION 
535 Pearl Street, New York City 


Manufacturers of UNDARK Radium Luminous Compound and owners of UNDARK 
Construction patents, under which Luminous Locators are made by the following: 


Wiring Device Electrical Specialty 

Manufacturers Manufacturers 
—Arrow Electric Co. —Beaver Mfg. Co. 
—Bryant Electric Co. —Eagle Electric Mfg. Co. 
—General Electric Co. —Luminite Corporation 
—Hart and Hegeman —Rodale Manufacturing Co. 
—Harvey Hubbell, Inc. —T. C. Smith & Co. 

















telling the salesman to come back 
in the fall. 

In this connection of putting a 
man off with a promise of later 
consideration, a lighting salesman 
has contributed a valuable thought 
that is worthy of a thorough trial. 
He says that when a customer 
seems sold but will not close and 
remarks: “That seems O. K. to 
me, but I am not ready—come 
back in 60 days,” then the sales- 
man is overlooking a bet if he 
doesn’t go back much_ sooner. 
However, he cannot just call 
around and open the original prop- 
osition casually; he must have 
worked out some added point of 
interest, some new angle or better 
still some special inducement or at- 
tractive reason for quick action. 


Here is an example of the above 
that shows the value of even a 
small inducement, when it is pre- 
sented to the prospect with the 
right kind of showmanship. <A 
salesman had three window light- 
ing prospects who needed a total 
of 62 units and who were sold on 
the equipment offered but who in- 
sisted on postponements of from 
30 to 90 days. “I racked my brain 
for two weeks,” says this salesman, 
“trying to frame up some wonder- 
ful reason why these birds should 
start their jobs right away. Then 
I remembered that there was to be 
a new movie theatre opened about 
a month hence, and it was within 
a block of these prospects. The 
neighborhood was one of those 
that is really a little village by it- 
self, several miles from down- 
town. 

“After rehearsing my act, | 
dashed into the first prospect’s 
store, all out of breath and enthu- 
siastic about the theatre opening 
I called his attention to the fact 
that the other neighborhood movie 
house was several blocks away, 
and visualized for him the great 
number of people who would soon 
be trailing past his place to see the 
new showhouse and its offerings. 
He not only consented to begin at 
once, but was easily induced to 
make his installation a little fan- 
cier in order to make a_ better 
showing. I then went to the other 
two prospects and sold one of 
them, the other one coming across 
some time after the theatre opened 
when he saw his mistake.” 
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Bakelite he 
hold the 


cable ina 
vise-like 
grip 


Service a 


HE growing demand for a more sightly and trouble-proof service drop has 

brought into use, service cable in multiple conductor styles. These service 
cables are made up of twc or more wires under one braid. A drawback to the use of 
such cables in the past has been the lack of suitable brackets or supports for anchor- 
ing them. The cables not being flexible like single wires could not be served up in 
the usual manner. They demand a simple form of anchorage not requiring tie 
wires, yet giving the proper insulating qualities and sufficient holding power. 
The Peirce Wedge-Grip Service Bracket is the answer. Jaws of Bakelite wedged in 
a tapered steel shell hold the cable in a vise-like grip. The 











shell, in turn, is anchored to the pole or house by a Copper- 
weld wire bale. This bale is quickly removed for threading 
through an eye or around a secondary rack bolt by simply 
swinging it through 180°, which frees it from the steel shell. 
Reversing this operation locks it securely. 

Screw Eye No. 3925 provided with a broad base for with- 
standing sidepull, makes an ideal anchorage in wood. For 
attaching to masonry, Stock No. 3926 is used, consisting of a 
l4-inch eye bolt with a 14-inch Peirce Expansion Nut. 

The No. 3920 Bracket is furnished with flat Bakelite Jaws for 
flat duplex cable. No. 3922, for round three wire cable, is 
supplied with a 
grooved jaw. 























For house connections 
in wood, screw eye No. 
3925 is used. A secure 
anchorage in masonry 
is provided by using 
No. 3926, a% inch Eye 
Bolt equipped with a 
\% inch Peirce Expan- 
sion Nut. 

















HUBBARD 


and COMPANY 


For Connec- 
tions to second- 
ary circuits at 
the pole end, a 
convenient 
method is to 
hang the bale 
of the Service 
Bracket over 
the bolt of the 
secondary rack 
as shown at the 
right. 





PITTSBURGH ” OAKLAND, CAL.* CHICAGO 
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DAY-FAN ELECTRIC CO., 








makes the Sale 


Here's the sturdiest, handsomest, blowing- 
est fan that your dealers can offer to a breeze- 
seeking customer. 


The Day-Fan Fan blows more air, and they 
can readily demonstrate that to the cool satis- 
faction of all whom the heat drives in to 
them. The big square-tipped blades driven by 
the famous Day-Fan motor that’s the 


reason for superior air delivery. 


There's a lot of talking points about Day- 
Fan Fans. We've got all this information for 
you and your dealers. Write us for our fan 


selling prospectus. 


Sales helps? Of course. Window display. 


Envelope enclosures. Newspaper ads. News- 
paper cuts. But, the big thing is having the 


Day-Fan Fan. 


Dept. O 





Dayton, Ohio 
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It's the Fan 


Many jobber’s salesmen use th 
local contractors in working 01 
certain difficult prospects. One in 
particular goes down the line ani 
makes a list of prospects. Then hx 
goes to the contractor and checks 
up with him. When they finis! 
handpicking they sally out togeth 
er and call on as many as possible 
If the contractor is acquainted 
with the buyers he introduces the 
jobber’s salesman and tells the cus 
tomer he wants him to see a new 
and very efficient line of lighting 
units which are especially suited 
to his place of business. Between 
them they corral considerable busi 
ness that would otherwise lie dor- 
mant or be gobbled by someone 
else. 

Samples and photographs are 
mighty valuable in getting a pros 
pect to the “desire” stage. This is 
one place where the manufacturer's 
salesman can help the jobber’s 
salesman immensely, as he carries 
plenty of this illustrated evidence 
at all times. The factory man is 
doing a fine job of promoting bet 
ter window lighting, most of it in 
the jobber’s favor. He is willing 
and anxious to do this, but cannot 
do it all. 

Frankly, the situation that both 
the wholesale and factory execu 
tives want to see is one where al! 
the salesmen on a_ wholesale 
house’s list will be selling bette: 
lighting all the time, instead of just 
one or two men to a house who 
have taken a liking to it. 

It is understood that the regular 
salesman, who sells the whole sup 
ply line and has not studied th: 
technical side of lighting cannot 
keep step in sales with the special 
ist who does nothing else. But h¢ 
can analyze his territory, find the 
prospects and work on them con 
stantly, keeping in close touch 
showing them samples and making 
demonstrations until he gets hi- 
rightful share of this desirable 
business. 

x x 

The golfer had the habit of top 
ping his ball, and seeing the pro 
fessional watching him said, in < 
fit of despair, “See, I’m hitting th« 
ball every time on the top, oh, te!! 
me what I can do for it.” 

“Man, that’s easy,” was the re- 


ply, “just turn the ba’ upside doon. 


an’ hit it in the same place.” 


al ( o> 








lf 








March, 1929 THE JOBBER’S (4) SALESMAN 61 





OUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 





AT HOME 


amid fine surroundings 


Switch Plate Creations by 
[}UCHSBAUM 


UMINOo™ gance to the furnishing and 
soe renege 2 equipment. They strike a new note 








~ Ss & > ‘ 
N and banish the last ugly element 
<REWLER associated with our modern elec- 
oe trical homes. People of taste de- 
wa Xs mand these fine things. Buchsbaum 
plates are within the reach of 

pRTtST ire : everyone. 
7 — Jobbers Now Being Appointed 

(“rated by 
S. BUCHSBAUM & CO. 159 N. STATE ST. CHICAGO 











‘Makers of “Fine Jewelry for Forty Years 
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Were Uren 
to See These 


With seven Signal fans that 
have unusual sales appeals . . 

to meet demands for real qual- 
ity fans that retail for as low as 
$3.95 or fans for the “better” 
. the 1929 fan line is 
the best ever offered the trade. 


buyer . . 





Signal Jr.Oscillating 
fan 





¢ Dealers 


Signal Induction 
Motor Fans—12” 
and 16” oversize 
blades ... intro- 


duced this year . . 


‘ t . ti ” e . 
quiet in operation Finished in black lacquer 
. no brushes... 


built for long serv- 
ice. 


Signal fans should be in every 
dealer's stock. An intensive sales 
promotion campaign is being con- 
ducted to tell dealers everywhere. 
Tie-up with our ef- 
forts now, so that 
dealers can get Sig- 
nal fans when they 
call for them. 





Signal Table 
Fan 


SIGNAL ELECTRIC MEG. CO. 


Electrical Manufacturers since 1890 
MENOMINEE, MICHIGAN 


Boston Denver Dallas Seattle 


New York Pittsburgh Minneapolis Toronto 
Philadelphia St. Louis San Francisco Winnipeg 
Atlanta Chicago Los Angeles Buffalo 


Export Office: 56 Wall Street, Room 225, New York 












Jobber Salesman Sells 
Safety Lights 

This wasn’t the largest order i: 
the world, but it shows that it i 
well worth while for a wholesa! 
ers man to go after municipal! 
business. 

The illustration shows Harry L 
Dickinson, city salesman for the 


H. L. Dickinson 


Lake States General Electric Sup 
ply Co., Indianapolis, Ind., stand 
ing by one of the 14 Form 18 G. 
E. lanterns which he sold to the 
City of Indianapolis through W. 
B. Griffis, superintendent of the 
Gamewell department. These 
lights have red diffusing glass and 
are placed at the end of street-car 
loading platforms in the down- 
town district. 

At about the same time Dickin 
son sold the city a first order of 
six G. E. four-way pedestal traf 
fic signals, which were installed in 
the loop and beyond. This instal 
lation resulted in a repeat order 
for seven additional signals of the 
Same type. 

Harry follows up all installa- 
tions of this sort and uses one sale 
to make another. For example, 
when one of the lights was struck 
by a Sunday driver, he had a pho- 
tograph made to show how the 
post weathered the blow. 

* * x 


Sterling Installs Oil Burner 
Department 

An oil burner department has 
been opened by the Sterling Elec 
tric Co., Minneapolis, and the auto- 
matic heater manufactured by the 
Silent Automatic Corp., of Detroit 
will be distributed. 
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Yes, you can confidently ex- 
pect your Pole Line material 
to last years longer if it bears 
the Oliver imprint. 


For Oliver Pole Line Mate- 
rial is given not merely a 
thin protective film of zinc 
but a special double dip gal- 
vanizing treatment by the 
patented Fassinger process 
which adds years of extra life 





es ’ F N 


ls been up th 


- the Oliver Double Dipped Galvanized Process gives long life 


against the most severe 
weather corrosion. 


That is just one of the im- 
portant reasons why leading 
public utility companies 
have used and preferred 
Oliver Pole Line Material for 
the past thirty-five years. 


Do you have the latest Oliver 
Catalogue? 


OLIVER IRON’) STEEL CORP. 


SOUTH 1OTH & MURIEL STREETS 
DITTSBURGH, PENNA. 


ere for Years” 
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MURRAY 


SAFETY SWITCHES 


Will Earn Money 
for You 


These switches are built for entrance or main 
service control switches preceding banks of. 
meter service switches. Also for industrial 
service being strongly constructed. 


J X 














3 Pole 
250 V. 


Cat. 
663 











| \ la 
Externally Operated—Quick Break 


30 to 600 Amps—125—250 Volts 
Also 600 Volts 








Easy Wiring Is Characteristic 
of Every 1 





Catalog on Request 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN + NEW YORK 








CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 
PORTLAND, O. DALLAS SAN FRANCISCO 


KANSAS CITY DENVER 



















Oh, to Have a Boss 
Like This 


When Frank P. Prial, one of 
Joseph Kurzon’s star salesmen in 
New York City, complained that 
his dogs were worn out and if he 
could only get an automobile with 
a self-starter it would meet his 
highest expectations, Mr. Kurzon 
just stepped right out and bought 
him one, this in appreciation of 
Mr. Prial’s diligence and loyalty 
in the past. It’s a Pontiac with 
self-starter and all Frank has to 
do now, so Mr. Kurzon says, is 
step on it and bring him the 
orders. 


But then, the entire sales force 
shows the same co-operative spirit, 
as evidenced by the exceptional 
increase in the company’s Mazda 
lamp business in the past three 
years, which could not have been 
made possible without the whole- 
hearted concentration and_ co- 


| operation which is given Mr. Kur- 


zon by his staff. He says that 
since January 1925 when they 
were just able to reach a quota 


| of $5,000 on lamps this business 


has increased steadily until De- 
cember 1928 the total had reached 


| the sum of $100,000, which on the 


| whole is not such a bad record. 


ok 2K * 


Alfred Sabel Is Proud Father 


From now on Alfred Sabel of 
the Hyland Electrical Supply Co., 


| Chicago, will have one more. to 





buy for. He has announced the 
addition of Marjorie, weighing 7% 
pounds, to the family. Marjorie 
made her appearance into the 
world on January 20. 


ee 


Moving the Dealer’s Radio 
Stock 
(Continued from Page 6) 


sible. He had made up his mind. 

This sales promotion department 
of ours has proved most valuable 
not only in keeping our dealers en- 
thusiastic over the line which we 
handle in our own organization, 
but also in actually increasing any 
business secured by this practice. 
It is obvious that the average deal- 
er does not have time to interview 
men and certainly if he cannot take 
the time to interview them he can- 
not well afford to take the addi- 


March, 1929 





THE JOBBER’SfA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT 


STEELTUBES [(E.M.T.}* 


has the same inside diameter 
as heavy conduit. Made in 
three sizes, [34'’, 34’’ and 1’’} 
with the wall-thickness 
shown above. One coupling 
furnished with each 
ten-foot length. 


STEELTUBES 
Advantages 


1—Saves thread- 
cutting 
2—Bends easily 
3—Light— handles 
easily 
4—Takes any fitting 
5—Speeds up the job 
6—Resists corrosion 
7—Costs less 
8—Standard price 
9—Carries Under- 
writers’ Label 


10—Local stocks al- 
ways available. 








(uly THREE pounds 
fo a TEN-EOOX length 


_ most remarkable thing about STEELTUBES [E. M.T.]}* 
is that it can be so light, and yet so strong. 


There’s less than half as much weight to lift, and therefore less 
slowing down of installation work as late afternoon comes on. 
Lightness, too, takes most of the curse off the ceiling part of the job. 


No threads to cut. STEELTUBES Adapters fit any kind of 
threaded or threadless fittings. 


Our sample package will give you an idea of the lightness 
and strength of STEELTUBES, and the convenience of the 
STEELTUBES Adapter. It’s free. Ask for it. 


Electrical Division 


STEEL AND TUBES, INC. 
Cleveland, Ohio 
(A subsidiary of Republic Iron and Steel Co.) 
*STEELTUBES Electrical Metallic Tubing 
OF tcin-vai conduit} is threadless, strong, light and 
easy to handle. Saves time and money on the job. 
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** One of the Easiest Fixtures to Wire !”’ 





Fe ‘eLL this to your dealers and see how quickly 
they order P&S Alabax porcelain fixtures. 


And P&S Alabax fixtures are easily installed. A 
time and money saver for every fixture dealer and 
wiring contractor—that’s P&S Alabax. Listed as 
Standard by the Underwriters’ Laboratories and 
conforming to the National Electric Code. Just 
the lighting fixtures for homes, office buildings and 
all other public structures. 

Get your dealers to display P&S Alabax. They'll 
sell—and you'll get good returns, especially if you’re 
on a commission. 





Our catalogue showing Pg S Alabar fixtures 
in their full colors sent to you upon request 


“P&S make labor less”’ 


PASS & SEYMOUR, INC. 
Division J Solvay Station Syracuse, N. Y. 





- U, $. Pat, 08. 





ALABA 


LIGHTING FIXTURES 
































itional time to train them on the 
istreet. It is a problem which we 
|have taken off his hands, and a 
|problem which is solved in by no 
| means an inexpensive manner, but 
‘results are what we are after and 
‘in the long run we feel that there 
will be built up in our territory 
through our dealers, a substantial 
body of men thoroughly trained 
and thoroughly enthusiastic over 
radio and its possibilities for mak- 
ing money by selling in a house-to- 
house method of approach. 

In conclusion I want to say that 
'there are three factors that must 
be considered by any wholesaler 
who contemplates instituting a 
plan of this fashion. First, he must 
have the money to put it over, sec- 
ond, he must have by all means 
merchandise of merit, and third, he 
must have the kind of organization 
capable of backing up a depart- 
ment of this caliber. 





* * *« 


What We Look for ina 


Salesman 
(Continued from Page 14) 


out which information it would be 
impossible for them to be of the 
same help. Therefore, ability to 
follow instructions, in my opinion, 
is very essential. 


Sixth—Ability to analyze. This 
is quite necessary because unless 
the salesman knows his materials 
and knows his market he cannot 
/succeed in a big way. Therefore 
/he must have the ability to make 
an analysis of the lines that he 
| handles, to know these lines thor- 
|oughly which he cannot do without 
analyzing them, and by the same 
'token, he must know his market, 
|meaning by this that he must 
beeone the requirements of the cus- 
_tomers he is calling on and be able 
|to analyze their needs so that he 
(can talk intelligently to them of 
|the materials he is selling that 
| should appeal to them, and know 
something of their market not only 
on the materials they will be able 
to purchase from him but in what 
quantities they will be able to pur- 
chase his materials. 








| Seventh—Enthusiasm. It goes 
without saying that a salesman to 
be a success must be enthusiastic. 
He must be enthusiastic about the 
house he is working for. He must 
be enthusiastic about the lines of 
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Veterans 
“on the job” 


ONG years of service—de- 

4 pendability: these are two 
of your strongest selling points 
on Robbins & Myers Fans. 
Ten, twelve years old, they 
continue to deliver fresh, cool 
breezes at the click of the 
switch—noiselessly. 


This veteran performance 
makes Re«M owners enthusi- 
astic boosters. It creates price- 
less word-of-mouth advertising. 
It explains why customers de- 
mand ‘‘the fan with the flag.” 


It protects your profits, too. 
No service needed afterwards 
because Re M Fans are the 
finished product of 31 years’ 
precision manufacture. Neg- 
lect-proof, needing lubrication 
only once a year or so. 


The breezy new R&M na- 
tional advertising will blow 
business your way. Be pre- 
pared. Orders placed now will 
receive priority. 


Robbins & Myers, Inc. 
Springfield, O.; Brantford, Ont. 


Robbins & Myers 


Fans and Moiors 
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to encourage complete wiring 


... with C-H Wiring Devices 


i im show your customer a new way to build 
business, to increase your sales by increasing 
his—that’s the purpose of C-H advertising and 
the reason it does more than merely acquaint 
your customer with the Cutler-Hammer Line. 


C-H advertising helps your customer help himself. 
It shows him how to market his experience, how 
to invest the time he spent to learn the contract- 
ing business. Given this new conception of what 
he has to sell— he can easily become wiring head- 
quarters for his community. 


The advertising urges the contractor to offer 
his wiring experience to the builder — architect, 
owner and realtor—thus building good will for 
present and future jobs. He is shown that pro- 
tecting good will requires the use of wiring devices 
of known, accepted quality—such as the complete 
line of C-H Wiring Devices affords. 


A device for every wiring need can be supplied, 
with the Cutler-Hammer name behind it—a name 
backed by over a quarter century of success. 


Your customers will be convinced by the dis- 
tinctive features of C-H Wiring Devices which 
combine long life with convenience and speed 
in wiring. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


CUTLER 


MODERN WIRING 




















C-H Automatic Door Switch can be installed 

in any door jamb. Light is turned on auto- 

matically when the door is opened. Especi- 

ally convenient for lighting closets. Designed 

to fit in any type of box and to use any type 

of wire including “Romex.”” Approved by 
the Underwriters. 
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your customer 


invest his knowledge.. 











C-H Flush Switches of the Toggle Type are 

constantly growing in popularity because 

of their beauty, convenience and quality. 

Built shallow—they are convenient to in- 

stall in any standard box. Made in single- 

pole, double-pole and 3-waytypes. Approved 
by the Underwriters. 





C-H 3-wire Flush Receptacles are in keep- 
ing with the latest trend in wiring. The base 
is made of unbreakable, heat-proof Thermo- 
plax—the clips of heavy phosphor bronze 
assuring positive contact and long life. The 
staked binding screws never loosen—and 
are large in size for strength and wiring 
convenience. C-H 3-wire Flush Receptacles 
meet Underwriters requirements. 





Vv 
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With each succeeding advance made by the industry, 
Crescent has kept abreast—still maintaining a policy 
of “Quality First.” In manufacturing all types of wire, 
Crescent provides one reliable source for users to 
secure the finest quality, at all times, from our com- | 
plete stocks available in leading cities of the country. 


PRODUCTS 


house Cords; Plain Rub- 
ber Sheathed and Braided 


nh 
| 


wT 


National Elec- 
tric Code Rubber Cov- 


“Crescent” 


\ ered Wire and Cable. 
Intermediate Grade Rubber 
f Covered Wire and Cable. 
“Imperial” 30% Rubber 
Covered Wire and Cable. 
) “Crescent” Lead Encased 
Wire and Cable. 
“Crescent”? Armored Cable. 
“Crescent” Lead Covered 
Armored Cable. 
“Crescent” Flexible Me- 
tallic Conduit. 
Lamp, Heater, 
Canvasite and 


Brewery, 
Packing- 





Forty Years of Knowing How in Every Crescent Product 





LAN 


Portable Cords; Elevator 
Lighting, Control and An- 
nunciator Cables; Border- | 
light and Stage Cables; | 
Dampproof Office and An- | 
nunciator Wires and 
Cables; Special Flexible ° 
Cords, Cordage and | 
Cables for Telephone In- 
struments and Radio; 
Magnet Wires—cotton and 
silk covered; Organ Wire 


\ 


A 





and Cable; Bare and | 
tinned copper wire and | 
cables. 

A 


RESCEN]| 


Insulated Wire and lable Co. 


CRESCENT ARMORED WIRE CO. 
TRENTON N,v. 





materials handled by his house. 
He must be enthusiastic about his 
own possibility of succeeding with 
the organization he is now associ- 
ated with, and that brings us to 
the eighth and last point— 


Ambition. Ambition for business 
success, and in my opinion for 
personal success is one of the es- 
sential requirements of a salesman 
because unless he has an ambition 
to personally succeed it cannot be 
hoped that he will do big things 
for his house. A salesman who 
has an ambition to make a person- 
al success, to do bigger and better 
things than the average salesman, 
will not only gain that personal 
success for himself but at the same 
time he will be a valuable man to 
his organization and will move up- 
ward and be properly compen- 
sated. 


Of course, I might go ahead and 
elaborate, but to my mind it is not 
necessary because in the eight 
above points I have tried to outline 
briefly what we look for in a sales- 
man and when we find a salesman 
that measures up to the eight 
above essential points we find that 
we have a salesman who succeeds 
for himself and likewise makes a 
success for us in the territory 
where he is representing us. 








No, the snaw was not snawin’—neither 
was it mur-r-r-r-ky overhead. The 
haze over the picture is some new kind 
of static. On the right is J. R. Steele, 
vice-president and sales manager of 
American Electric Co., St. Joseph, Mo. 
His companion is H. L. Schmutz, man- 
ager of the General Electric refrigera- 
tion department. 
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Connects Quickly — Reliably 


It’s a Bryant Cap, a Bryant single 
receptacle with concave boss and 
finding rib, covered with a Bryant 


“Templus” plate. 











New York 











Connects Quickly — Reliably 


This Bryant brown ‘““Templus” plate, No. OF51, aids materi- 
ally in the sale and use of electrical appliances. It protects the user 
from any possible electric shock. ““Templus”’ is a type of phenol 
resin composition having high dielectric properties and great me- 
chanical strength. It is not affected by very high or low tempera- 
tures and will not burn. It retains its color, is odorless and will 
not warp or crack. 


This brown composition single flush receptacle with side wiring 
terminals is really “convenient.” The concave boss and “slot 
finder” enable “the man with the extension cord,” to make rapid 
and easy connection. The prongs of the cap slip instantly into 
the slots regardless of the location of the receptacle. 


The Bryant Cap is distinctive in appearance, easy to hold and 
lasting in service. The Bryant method of shaping and anchoring 
the prongs and plates for binding screws—each prong and termi- 
nal being formed in one piece, assures a durable cap. Staked No. 6 
binding screws hold the wires of the extension cord firmly. 


Bryant caps, receptacles and attachment plug bodies fit to- 
gether accurately. 

Cap No. KX has 14” x 3%” cord hole, KT has 3.” x %¥4”, and 
KY %” round cord hole. 


Our catalog, illustrating and describing over three thousand 
‘** Superior Wiring Devices,” sent promplly on request. 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONNECTICUT, U.S. A. 


Philadelphia Chicago San Francisco 


Manufacturers of Superior Wiring Devices since 1888 
Manufacturers of Hemco Products 
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Dr. Lee De Forest of the De Forest 
Radio Company Needs no Introduction. 
Many of us Have Taken From the Radio 
Industry our Livelthood, our Financtal 
and Personal Success. I dr. De Forest 
Has Attained a Far Greater Success 
and has Done so by Contributing to the 
Industry his Devotion and his Gentus. 


is 
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ADIO 


In This Third of a Series of 12 Messages by Prom- 
inent Radio Men, Dr. De Forest Brings out, in 
Forcible Fashion, the Fact That Nothing Revolu- 
tionary Can Be Looked For in Design for Years to 
Come, so the Present Energy of the Radio Industry 
Might Well Be Expended on Perfecting 
Existing Principles 


, ‘ \O MY mind, that seemingly sim- 
ple device known as the vacuum 
tube is quite the most amazing 

thing in radio. And the most amazing 
thing about the vacuum tube is that 
during the past few years, its produc- 
tion technique has undergone a truly 
startling metamorphosis. An intense- 
ly specialized and thoroughly modern 
industry has been born out of what 
was formerly an art fully as precise, as 
meticulous and as skillful as the pro- 
duction of the famous Toledo steel 
blades of the Age of Chivalry. 

Two decades ago, the vacuum tube 
or audion was little more than a scien- 
tific curiosity for which there was a 
very limited demand, and its produc- 
tion technique faithfully mirrored its 
state of development. Essentially a 
laboratory product, its components, 
even to the glass envelope, were made 
and assembled by hand, crudely and 
laboriously. And so the early vacuum 
tubes were not only costly, but they 
were also heir to all the evils inherent 
in the hand manufacture of a precision 
instrument. No two were alike. The 
good could not be distinguished from 
the bad. Long-lived and short-lived 
could not be told apart. The purchas- 
er took a sporting chance—scientific 
pot luck, as it were. 


With the advent of broadcasting in 
1920, however, the vacuum tube be- 
came an everyday commodity, in de- 
mand by the million rather than by 
the hundred. Engineers having thor- 
oughly mastered the principles of the 
vacuum tube, turned their attention to 
refining and improving it, and to de- 
vising ways and means of making its 
numerical production commensurate 
with the demand for it. So successful 
have been the efforts in this direction 
that today, vacuum tubes of startling 
uniformity are produced literally by 
the millions. The mechanical con- 
struction of tubes insures the per- 
manence of characteristics. The im- 
proved vacuum tube or audion stands 
as a tribute to the role of mass pro- 
duction in abetting scientific progress. 

With radio circuits standardized to 
a point where we can expect nothing 
truly revolutionary for years to come, 
it is eminently fitting that we should 
devote our best efforts to refinements, 
improvements and even perfection of 
existing principles. And it is with 
the desire to contribute further to that 
institution called broadcasting that I 
return to my old hobby, the audion, in 
the fond hope of bettering the very 
foundation of the radio industry. 
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‘Tuning in onthe Radio News 





Federated Holds Fruitful 
Convention 

Facing a year in which the re- 
tail sales of radio will reach at 
least three quarters of a billion if 
not a billion dollars, and in which 
no less than a dozen manufactur- 
ers are enlarging their facilities and 
announcing the production of an 
aggregate of no less than five and 
a half to six millions of sets, it is 
no wonder that the third annual 
convention of the Federated Radio 
Trades Association in Buffalo, was 
attended by men keenly alert to 
the necessity of living up to this 
stupendous program. 

This meeting was held in Buf- 
falo, February 18 and 19, some 400 
being in attendance, composed of 
members of the Federated and its 


afhliated associations—the Radio 
Wholesalers Association, Radio 
Retailers Association, Manufac- 


turers Representatives Association 


A Section Devoted to News of the Radio Industry. 
Jobber’s Salesmen, Manufacturers and All Others Interested in the 
Development and Merchandising of Radio Are Invited to Send in 
Their Contributions to These Columns. News Items, Snap-Shots and 
Interesting Phases In Designing and Selling Are Welcome. 


and as well, the Radio Manufac- 
turers Association. 

The newer organizations—the 
Wholesalers, Retailers and Repre- 
sentatives are growing rapidly, 
and there was all the vigor of new 
growth timber evidenced in all 
their meetings. With the limited 
time at our disposal before this 
issue goes on the press, it is not 
possible here to give a day-by-day, 
session-by-session report of the 
convention, but rather an attempt 
will be made to high spot the vari- 
ous activities without particular 
respect to chronological order. 

Wholesalers’ Remarkable Growth 

They were celebrating their first 
birthday. Just about a year ago, 
11 got together in Milwaukee and 
organized the group. They start- 
ed action at once, picked over a 
list of some 1,800 wholesalers, sim- 
mered this down to a preferred 
prospect list of about 500 and by 


Wholesalers, % 


P 


June had 48 members. At the 
opening of:the meeting this year 
they had 158 members with two 
additional applications in. 

It has been ascertained that 
these members, on the average, 
do in excess of $1,000,000 a year, 
in fact, over $160,000,000 for the 
group. They represent a capitali- 
zation of over $30,000,000. 

Bettering Conditions 

As early as last June, definite 
work had been started by commit- 
tees of the wholesalers. The tube 
situation had been taken up as well 
as freight rates. Now other com- 
mittees are at work upon insur- 
ance, dealer deferred payment 
plans, credits and collections, sets 
and furniture, etc. A survey has 
also been made of all the state 
laws covering and having to do 
with the removal of serial numbers 
on manufactured products and a 
uniform law to prevent this has 
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that ain’t all 
meeting and 


Kipoy— 


And 
dealer’s 
Chicago. 
get them all in this picture. 


yet. 


Meaning those at the annual 
banquet of the Hudson-Ross 
There were so many in attendance we couldn’t 
But from what you see it is 


Co., 





Company, was pleasantly surprised when, in the middle of 
the entertainment, 
of his dealers who invited him to join them. 
of the O. R. Martin Co., acting as spokesman for the 


the stage was taken by a committee 
Ray York, 


not hard to guess what kind of a time was had at this 
“Beefsteak Dinner.” From the hungry looks upon their 
faces there probably wasn’t much left at the end of the 
evening—not to say anything of the keg in the foreground 
about which it is only necessary to quote the expression 
“drank to the very dregs.” During the course of the 
evening Robert Himmel, president of the Hudson-Ross 


Crosley dealers, then presented Mr. Himmel with an eight 
cylinder Packard club sedan as a token of regard and ap- 
preciation. The inset shows him standing proudly beside 
his gift. Previous to the banquet an afternoon session was 
held at which H. Curtis Abbott, general sales manager of 
the Crosley corporation, presented new models for 1929 and 
reviewed the past year. 
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A Radiotron 
for every purpose 


RADIOTRON UX-201-A 
Detector Amplifier 


RADIOTRON UV-199 


Detector Amplifier 


RADIOTRON UX-199 


Detector Amplifier 


RADIOTRON WD-11 
Detector Amplifier 
RADIOTRON WX-12 

Detector Amplifier ALFRED H. GREBE 
RADIOTRON UX-200-A President. A.B GREBE & €@.. Ine.. says: 


Detector Only 


RADIOTRON UX-120 


Power Amplifier Last owners of Grebe Receiving sets to use RCA Radiotrons. 
Audto Stage Only 
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“In replacing worn vacuum tubes we strongly advise all 


<ane. 


Our laboratory tests have proved that they give the 





RADIOTRON UX-222 best results with Grebe instruments.” 
Screen Grid Radio . 3 . 
Frequency Amplifier fame 4 ele. Che national magazine 
‘ ‘ iN 
RADIOTRON UX-112-A / / advertisement repro- . 
Power Amplifier Used for laboratory test. and for initial equipment and strongly recom- dueed at the left is one 
mended for replacement by all makers of quality radio sets, RCA ” f 
RADIOTRON UX-171-A Radiotrons will improve the reception of your set. When you need new of the 1929 Radiotron 
Power Amplifier Last tubes do not put them in with old ones. Put a new RCA Radiotron in en ae meen p 
Audio Stage Only every socket and notice the difference in performance series, eat h of which 


RADIOTRON UX-210 carries the signature 


Power Amplifier Oscillator RCA RADI OTRON of a leading radio 
RADIOTRON UX-240 manufacturer. 
Detector Amplifier for 
Resistance-coupled 
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RADIOTRON UX-250 
Power Amplifier 
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RADIO CORPORATION OF AMERICA 
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stay vy a Make the oceasional tube customer —, 
ee hae a regular by showing him that you ; 
waar same earry the full line of RCA Radiotrons | 
Wlanben Reta —and are never out of stock. A radio | 
APeltage Repair Tae eustomer who has had to waste his | 
AON Baled Tobe time shopping from dealer to dealer / 
eeNDalt Pe for tubes is glad to find a store that | 
The standard by ean always be depended upon to be 
which other vacuum 
tubes are rated stocked with the complete line of N 


RCA Radiotrons. 














Superior resources of research and manufacturing guarantee to 
Look for this mark RCA Radiotrons the finest possible quality in vacuum tubes. 
on every Radiotron They are the standard of the industry—and so accepted by both 
the trade and the publie. 


RADIO CORPORATION OF AMERICA «+ New York ~ Chicago + Atlanta + Dallas + San Francino 


) 
RCA RADIOTIRON ; 
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RADIOTRONS ARE THE HEART OF YOUR RADIO SET 
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The Perryman Guarantee 
Protects YOU as well as 
Your Customers! 


We don’t have to tell you that 
the dealer frequently has to 
make good out of his own 
pocket on tube replacements. 
This, in spite of elaborately 
worded guarantees. 


But we can tell you that no 
Perryman Dealer has ever 
had to pay out his own money 
to make good for us. 


Perryman Tubes perform 
with the best year in and year 
out. That’s why they sell as 
fast as we can make them. 
And, in addition to the extra 
profit, Perryman dealers have 
a griefless proposition so far 
as replacements go. Which 
means a lot. 








If you wish to examine the 
Perryman 1929 proposition | 
write us today. | 
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These photos show only one half of the space of each office of the new 


quarters of the St. Louis Radio Trades Association. 
in which Wm. P. Mackle, executive secretary, is steeped. 


Witness the deep thought 
Increased activities, 


he says, during the past year and a comprehensive schedule for 1929 have made 
necessary the two offices instead of the one previously occupied, which is just 
another step in the rapid progress of this institution which has enjoyed such 
outstanding growth in the radio industry. 





been drafted, preparatory to seek- 
ing legislation to prevent this evil. 
Cooperation With N. E. W. A. 
W. E. Robertson, Buffalo, chair- 
man of the radio committee of the 
National Electrical Wholesalers 
Association, appeared and pointed 
out the recommendations that his 
committee had made looking to the 
employment by manufacturers of 
tubes, a form of consignment plan, 
applicable to the wholesalers only, 
which would operate somewhat 
along the lines of the plan fol- 
lowed in merchandising incandes- 
cent lamps. His feeling was that 
the time had been reached when 
favorable consideration of this on 
the part of the larger key manu- 
facturers could be had, and sug- 
gested that if this were in the 
minds of the radio wholesalers al- 
so, cooperative action on the part 
of the two might be had by a joint 
committee of the two associations 
meeting to discuss the problem. 
N. E. W. A. Members Should Join 
It was Mr. Robertson’s belief 
that all members of the National 
Electrical Wholesalers Association 
whose radio business reaches 30% 
of their total should logically seek 
membership in the Radio Whole- 
salers Association, and in_ his 
opinion more good could be ac- 
complished that way than by any 


| attempt to have the R. W. A. com- 


_ bine with the N. E. W. A. 


Perryman Electric Co., Ine. | 
33 West.60th St., New York, N. Y. | 


Plant: North Bergen, N. J. 
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Discounts Hurt 
In the opinion of J. Newton 


_ Blackman, the industry, as far as 


manufacturing goes, is suffering 
more from quantity than quality. 
And furthermore, the dealer is 


suffering today, not from the lack 
of discounts which he is not get- 
ting, but what to do with the dis- 
counts he is getting. 

How Many Tubes? 

Harry Alter, of Chicago, spoke 
of the confusion that now arises 
when a set is described as one of 
so many tubes. Nobody knows 
really what this means. He sug- 
gested that manufacturers qualify 
the statement so as to make it 
clear, for instance: “An 8-tube set, 
one of which is a rectifier tube.” 

Staggering Figures 

Mention was made at the start 
of the plans on the part of manu- 
facturers to turn out five or six 
million sets in 1929. There was 
some talk informally in the lobbies 
that this looked like over-produc- 
tion again with ensuing trouble. 
To hear Bond P. Geddes, however, 
vice-president of the R. M. A., one 
wonders if it will be half enough. 
He said that talk of saturation 
point being neared is wet talk. 
There are 28,000,000 homes; 9,000- 
000 may now have radio, but less 
than 3,000,000 of these are modern 
radios. Last year it is estimated 
that there were sales in this coun- 
try of at least $650,000,000, with 
an additional $12,000,000 done in 
export business. In the manufac- 
turing end 300,000 people are em- 
ployed. Over 50,000,000 tubes 


were sold. Yet, with only 3,000,- 
000 really modern radios in use, 
the end is by no means in sight. 
Still Another “Field” 
John Van Allen, legal counsel 
of the R. M. A., in a most pleasing 
(Turn to Page 81) 
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For the New 


TEMPL 
RECEIVE! 








All Winners~—An Advertising 
Program that rolls a “natural” every 
time and is... besides... Big! a a « 


| “AKING IT BRIEF—for we don’t 
bi have to use a lot of words to tell 
YOU the significance of each of 


these separate points—contracts are now 
signed for the following: 


Broadcasting campaign that ranks ace- 
high. “Temple Nights” start in April—Fri- 


days, 8 to 8:30 p.m. over Columbia network. 


It’s a big half-hour of entertainment 
bound to impress radio listeners with the 
way Temple does things. It starts the ball 
rolling for Temple dealers everywhere. 


Double-page spreads and large space 
units in the great magazines and weeklies 
of America—SaturdayEvening Post,Collier’s 
Weekly, Vogue, Vanity Fair, House and 























The Weekly go eemaaree: 


TIME 














Garden, Life, Time, New Yorker. In addi- 
tion, the great class publications will spread 
to a sophisticated audience the news that 
here, at last, is quality plus. 


Smashing newspaper advertisements at 
the principal shows. Large space units in 
the key cities of America. These will go 
farther to help you build profits. So will 
our trade paper cooperation —large in 
unit size and number of insertions. So will 
our consumer booklets of novel and in- 
teresting appeal to the radio audience, 
written by well-known writers, for free 


distribution. 


Best of all—a wide profit spread in the 
greatest line of radio equipment. Dis- 


TEM _* E IF 





counts that do wonders for the profit side 
of your ledger. 


Competitor, read ’em and weep. Boy 
friends, read ’em and sleep. 


Over half-a-million dollars worth of ad- 
vertising and publicity—created by the 
greatest promotion men in America—goes 
into making the new Temple Receiver 
“sell itself” this year. 


EMPLE 
a Radio 







































The small console with 
9-inch dynamic speaker 
$149.00 (without tubes). 










m The large console with 
14-inch dynamic speaker 








$189.00 (without tubes). § 7-80 
“ot a> 
A beautiful combination phono- 
graph and receiver is soon to follow 


The Temple Receivers are licensed by R.C.A. and Associated Companies 





Vlere ts the Merchandise 


Irresistible in its Ap- 
peal to Eye and Ear 


Seven tubes and rectifier. Six 227 tubes, 
a 250 power amplifier in the last audio stage 
and a 281 rectifier. 


Dynamic Speaker—tThe famous Temple 
Dynamic operating from the output of a UX250 
power amplifier. 


Tone—Temple tone has long been a by-word 
in quality reproduction—it has reached a new 
standard in these receivers. 


Selectivity—tTen kilocycle separation. Sev- 
enty-two stations in an evening through local 
broadcasts—all with good room volume. 


Competitively Priced—In the popular- 
price class and sold on a basis making the 
Temple proposition most attractive. 


And, single control, of course. 












TEM PLETONE | fee 
Re { 











TEMPLE CORPORATION 
5253 W. 65th Street, Clearing Station, Chicago, U.S. A. 
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The Omaha branch of Graybar Electric Co., Inc., turned out en masse for this 


one, at least there were not many missing. 


Rear row, left to right: Manager 


A. D. Barber; Hazel Tikalsky; Anne Mainelli; Alberta Fennell; Dorothy Byers; 
Edith Etter; Clyde Grubb; F. J. Saffer; Ray Fee; Sam Minardi; W. E. Schulen- 


berger, and O. Durham. 


A. Rasmuss; G. O. May; O. V. Reeve; C 


Front row: M. O. Mcllvain; W. Alberts; B. Fisher; 
. Jones; J. Walling, and H. J. Eggleston. 





(Continued from Page 76) 
address, gave voice to a thought 
that has probably not reached 
everyone as yet. It is undoubted- 
ly true that aviation is about to 
burst upon us in its real glory, 
when hundreds of thousands of 
planes will be flying in the air. To 
these planes a radio receiver is go- 
ing to be just as necessary as is 
the telegraph to the railroad, and 
here undoubtedly will be an out- 
let in a few years for a tremen- 
dous number of sets. 


Broadcasting 

William Hedges, president 
the National Association of Broad- 
casters, stated that hitherto broad 
casting has been something that 
certain ones, like newspapers, had 
been indulging in as a side line. 
But now that its advertising val- 
ue is being recognized, better 
broadcasting will be the result. 
No advertiser in the future will be 
willing to sponsor a poor program. 

“Canned programs,” so-called, 
will also find a greater application. 


of 


At first, advertisers came to a 
station and offered a program free 
of cost and perhaps also offered 
$50 an hour, plus. Many stations 
were glad to get the business. 
Now, however, they are getting 


$250 an hour and up. This is nec- 


essarily so, for a large station may 


find its operating cost as high as 
$1,000 a day. 

He also wants to see the law 
cover the matter of re-broadcast- 
ing, preventing  re-broadcasting 
without the consent of the origi- 
nating station. 


It is of interest that M. H. 
Aylesworth, president of the Na- 
tional Broadcasting Co., stated 
that that company took in $11,- 
000,000 for advertising in 1928, 
which was somewhat less than it 
paid out. But time has now all 
been sold for this winter. 


New Officers 

Officers of the Federated Radio 
Trades Association are: 

Michael Ert, Milwaukee, pres. 

H. H. Cory, Minneapolis, sec. 

Harry Alter, Chicago, treas. 

Vice-presidents are: J. New- 
comb Blackman; Peter Sampson; 
J. Reddell, and H. M. Steussy. 

Henry M. Steussy of Milwaukee 
was elected president of the Radio 
Retailers’ Association. 

John M. Reddell, Chicago, pres- 
ident of the Manufacturers Repre- 
sentatives Association. 

Officers of the Radio Wholesal- 


ers Association remain the same. 








CeCo Mfg. Co., Inc., 


Gee 


Back in 
April 
19 28! 


CeCo Announced 
This Type AC-22 
Screen Grid Tube 


The five prong tube of the separate 
heater type operating directly on 
alternating current 


—now recognized as the most out- 
standingly successful amplifying tube 
of the season. 


Your customers appreciate this type 
of pioneering. First, because it 
means that regardless of what new 
development the radio industry 
creates, there will always be ready 
and waiting a CeCo tube of out- 
standing merit to meet the need. 
Second, because it has resulted in a 
tone quality, an enduring excellence 
for CeCo that is peculiarly its own— 
unequalled by any other tube. 


And they cost no more! 


Write today for complete details, 
prices, discounts, etc., on the fast- 
moving CeCo line. 


Do not miss CeCo’s entertaining 
radio broadcast each Monday 
evening at 8:30 Eastern time 
(7:30 Central time) over the 
Columbia Broadcasting System. 





Providence, R. I. 


Tuber 
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ho Forest 


Broadeast News of the Year! 


DE FOREST RADIO COMPANY, JERSEY CITY,N. J. 


AUDIONS Y 


conducted by Arthur Pryor 
with world-famous Guest Artists 


The Biggest 


Just look at this list of stars for March alone! 


March 3rd. Alma Gluck, Metropolitan Star 
(first radio appearance). March 17th. Feodor 
Chaliapin, Metropolitan Baritone (second ap- 
pearance on the air). March 31st. Mary Gar- 
den, famous Chicago Opera Star (only 
appearance to be made in 1929). 


And soon, others just as great: Anna Case, 
Richard Bonelli, Charles Hackett, Rudolph 
Ganz, Frances Alda, the Russian Symphonic 
Choir and many others to be announced later. 


Consider the great value to you of these re- 
markable broadcast programs. Millions tune 
in on these programs every Sunday evening. 


Tell your dealers to cash in on the De Forest 
program by recommending to their customers 
the latest type of radio tubes, “high vacuum 
De Forest Audions”’, made in the laboratory 


of “the Father of Radio’, Dr. Lee De Forest. 


The ‘‘De Forest Audions’’ program is 
broadcast every Sunday evening over 
the great Columbia Broadcasting Sys- 
tem with its network of 42 stations 
that cover 87% of the country. 


| RMA 





New RMA Directors 


Three new radio industry per- 
sonages have been added to the 
board of directors to fill 
three vacancies. They are: Joseph 
L. Ray of New York, general sales 
manager of the Radio Corporation 
of America; B. J. Grigsby of Chi- 
cago, president of the Grigsby- 
Grunow Co., and Allan G. Messick 
of Chicago, chairman of the board 
of the U. S. Radio and Television 
Corp. 


* %*«K * 


| Radio and the Farm Problem 


Rome fell because the tillers of 
the soil grew tired of monotonous 


_country life and flocked to the 


_ crowded city. 


That danger does 


| not exist in America today, accord- 


ing to General James G. Harbord, 
president of the Radio Corporation 
of America, because radio is bring- 
ing music, drama, literature and 
sports to relieve the monotony of 
the farm. 

Speaking over the Montgomery 
Ward chain hook-up at noon 
(Tuesday, Jan. 29), relayed by 


| wire to Chicago and_ broadcast 





| Kansas prairies,” 


from that point, General Harbord 
recalled his own early days on the 
farm. 

“T spent my boyhood on the 
General Har- 
bord said, “went from the farm to 
an agricultural college, where I 
managed to graduate. To my en- 


| during memories of the farmer’s 
_ outlook I can now add my radio 
| point of view, and perhaps focus 
_ the two in a few remarks on Radio 


and its meaning to the farmer. 
“Crowning the work of the tele- 

phone and the inexpensive auto- 

mobile,” General Harbord contin- 


ued, “radio has finally dispelled 


that oppressive isolation which, 


| for decades, hung like a pall over 





| the home of the American farmer. 


It has brought music, the drama, 
literature, religion, politics, sports 
and many other manifestations of 
life in the outside world to his 
very fireside. 

“In so doing it has performed a 
great service not only for the 
farmer and his family, but for our 
country as well. By bringing to 


him all these things, radio is cur- 
ing the farmer, and particularly 
the younger generation, of the de- 
| sire to abandon the farm in order 
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: Ni UST a turn of the dial—and instantly you switch from : : 
Ey AG ‘ fi re Fs 

: 1 fe radio to phonograph—and back again, as your mood Py ft 

J ia fs ‘ : ‘ ‘ a] qf: 

4 dictates. To appreciate the fine quality, the amazing per- an 

7 ft fe . oe ° ‘ = 

‘ | formance, the simplicity of this great instrument — you % 

cans a must see, hear and try it! Bl OE 

ed = ve, 4 : 
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el | OB Cabinet of beautifully matched butt burl walnut. Radio has 

E rf a three stages of tuned radio frequency amplification, using R. F. L. Ms 

HORS balanced circuit. Two stages audio amplification, the last stage Be 

a2 s using two 250-type power tubes. Electric phonograph with a 4 

; 4 Fi Majestic electric pick-up and electric motor-driven turntable. Ss ype 

i : 2 Phonograph switch combined with main tuning control. Vol- i 

# a Ss ume control on front of set controls both radio and phonograph 

E| i. s 5801 Dickens Avenue . Chicago, Illinois HB 
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| to taste the life of the crowded 


huge 
market 
is ready « 








Equip A. C. dynamic speakers 
you have sold or have in stock | 
with this hum eliminator. 


It takes the objectionable rec- 
tifier hum out of any 110-volt 
A. C. dynamic speaker, having 
a low-voltage (not over 15 
volts) field coil. 


Instantly attached with clips, 
as shown. Size 544”x444”x1”. 


R313 . . . $350 


List price 
Sterling manufactures Amer- 


ica’s greatest line of radio 
accessories. 


DYNAMIC SPEAKERS, 
SUPER-M AGNETIC 
SPEAKERS, POWER AM- 
PLIFIER, ad ag “>, “B-C” 
POWER UNITS, Low-priced 
and dependable TESTERS 
and METERS. 


Send for catalog...Jobbers everywhere | 


THE STERLING MFG. CO.) 


Cleveland, Ohio 


A 
terling 











city—a desire which, historians 
tell us, was one of the causes of 
the fall of ancient Rome.” 

In the same connection, General 
Harbord pointed out, radio is cul- 


tivating, in the city listener, a true | 


| 





appreciation of the farmer’s prob- | 


lems. This was particularly true 
of the recent discussion of issues 
in the Presidential campaign. 

“He (the city listener) began to 
realize that out there, in the vast 
reaches of our great West, were 
men who, although engaged in 
pursuits radically different from 
his own, were struggling with def- 
inite economic problems whose so- 
lution touched his _ individual 
welfare. 

“Radio has gone a big step fur- 


| ther,” General Harbord said, “and 


established itself as an institution 
which daily provides practical 


|farm information, the value of 
_ which can actually be measured in 
dollars and cents. Agricultural 


_ authorities now use the radio in 
_helping the farmer solve his mar- 


9 


keting problems. 
* * * 


A. F. Hearl 
(Continued from Page 16) 


where, at times, he finds it con- 
venient to invite the sales force 


| and hold semi-annual conferences 


which, in the past year, have de- 


| veloped some real profit-making | 
jobbers’ salesmen. 


His first year 
as manager has shown marked im- 
provement in the company’s af- 


fairs. His only regret about giving | 
up the credit department is the 
| fact that he can no longer find a 
| reason to call on delinquent ac- 


counts in various states with a 

past due statement in one hand, 

and fishing tackle in the other. 
One of his chief contributions to 


_credit men is the designing of a 
| primer now in the printer’s hands 
| explaining the A. B. C.’s of the 
| Electrical Credit Association serv- 


ice. 

Mr. Hearl is a Mason, a Knigit 
of Pythias, and a member of the 
Hamilton Club of Chicago. 

* * * 


W. H. Thomas, Graybar, 
Passes Away 


| 
} 
| 
| 
| 
| 
| 
| 


| 





W. H. Thomas of the Graybar | 


Electric Co.’s Chicago office died 
suddenly on January 29. 








“Because Arcturus Tubes operate 
in seven seconds they help us 
make sales,” Mr. Norton writes. 
“The half-minute wait necessary 
with other tubes makes a bad 
impression, and sometimes spoils 
the sale. This is in addition to 
the many other advantages of 
Arcturus Tubes.” 


“We use only 


ARCTURUS 
TUBES 


in our 


demonstration sets 


—says Mr. M. S. Norton, 
Radio Manager of the 
Warner Hardware Co., 

Minneapolis, Minn. 


Arcturus No. 127 Blue Tubes will 
help your sales of A-C sets, too. And 
they will keep your customers satis- 
fied because they offer demonstrable 
advantages over other tubes. Won- 
derful ... what Arcturus will do: 


Brings in programs in 7 seconds. 
Increases volume. 
Banishes hum. 
Prevents harm from line surge. 
Averages more than 
2000 hours’ life. 


If you want to sell the fastest moving 
A-C Tube on the market today, get 
all the facts about Arcturus. 


ARCTURUS RADIOTUBE CO. 
220 Elizabeth Ave. Newark, N. J. 


ARCTURUS 


BLUE wire TUBES 
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Pare NTED..:! 
-UNCOPYABLE 






AUTOMATIC Radio and 

Phonograph Combination. 

Zenith Receivers are 
priced from 


$100 to #2500 


_ = Tunine! 





HAD to come. Automatic Radio was as 
firmly destined to become the accepted 
radio of the future, as was all-electric radio 
a few years ago. And what could be more in- 
evitable than that the pioneer developer of 
the electric receiver should again step for- 
ward... with this great and newer advance- 
ment. 
Automatic Tuning is here TODAY... 
thanks to Zenith leadership. No more hunt- 
ing or groping for stations in the old-fash- 





3620 IRON STREET 


VI FH 
AUTOMATIC 


ioned way. You simply press a button and 
the wanted station comes in instantly .. . 
surer, sharper than the most expert tuner 
could accomplish by hand. No limit to the 
number of stations obtainable... ALL, local 
or distant, are at the beck and call of your 
FINGER TIP! 

Zenith dealers, only, will have 1930 Auto- 
matic Radio. NOW. That is something 
worth thinking over, when you make plans 
for a profitable radio business this year. 









CHICAGO, ILLINOIS 


**Automatic Radio’’ Owned and Controlled by The Zenith Radio Corp., Chicago, U.S. A., under the following patents 
—Vaseselli 1581145, Re-issue 17002, Heath 1638734, Canada 264391, Gt. Britain 257138, France 607436, Belgium 331166. 
Also under Marvin and other U.S. and foreign patents pending. 


Licensed only for Radio amateur, experimental and broadcast reception. Western United States prices slightly higher 


WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO 
tl, ty Mn Me Mn, Mn, Mn, Mi, tn nL Mn hi Bo yh, lt, lt, Mla tll, sn, Al, Mn, le, Ata, A. Alin. ts, ln a, sl a, thn, sh. stn, hie. lm Sh tb 
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New Radio Products, 


Illustrated 








Type 4310 is one of the new 
dynamic speakers announced by 
the Leslie F. Muter Co., Chicago. 
This 110 volt A. C. unit is de- 
signed for field excitation on any 
60 cycle 105 to 125 volt alternating 
current source of supply. In this 
speaker the dry rectifier previously 
used has been replaced by a 280 
type full wave vacuum tube recti- 
fier which enabled the use of a 
special filter circuit to eliminate 
the 60 cycle hum, heretofore an 
annoying factor in the operation 
of 110 volt A. C. dynamic speak- 
ers. This unit is supplied with a 
six foot cord for input connections 
and 10 foot lamp cord and plug 
for the field connections 


The French Battery Co., 
Madison, Wis., announces the 
new 8303 extra heavy-duty 
radio “B” battery for which 
30 per cent longer life over 
previous models is’ claimed 
and at the same time 20 per 
cent less weight. These two 
features are the result of a 
new method of insulating the 
cells. Instead of using the 
old method of encasing them 
in a block of solid pitch, 
which had to be poured at 
high temperature and required 
hours to cool, thereby short- 
ening the life of the battery, 
the new one incorporates cell 
pocket construction which 
does away entirely with the 
pitch covering. The 8303 is 
7H by 4% by 7% in. and 
weighs 13 % lbs. 

















Through the use of the hum 
eliminator illustrated, a product of 
the Sterling Mfg. Co., Cleveland, 
the manufacturer claims that the 
rectifier hum evident in practically 
all 110 volt 60 cycle A. C. dynamic 
speakers can be eliminated. It is 
a filter condenser of approximate- 
ly 3000 microfarads capacity and 
is connected across the field coil 
terminal or the low-voltage output 
side of any rectifier rated at less 
than 12 volts. This product meas- 
ures 54% by 4% bv one in. 





The H. F. L. 250 power ampli- 
fier and “B” supply, a product of 
the High Frequency Laboratories, 
Chicago will operate with any re- 
ceiver in place of last audio tube. 
It supplies adjustable plate volt- 
ages up to 350 volts to set and has 
terminal provisions for 110 volt 
A. C. dynamic speaker. Requires 
1 UX 250 and 1 UX 280 tube. The 
chassis is of steel cadmium plates 
and measures 7 by 7% in. Ap- 
proved by the Underwriters Lab- 
oratories. 





This is the ‘“Gemchest” being in- 
troduced by the Crosley Radio 
Corp., Cincinnati. It is of Chinese 
Chippendale design, made of metal, 
and is offered in three colors—- 
Mandarin red, Manchu black and 
Nanking green. It is a 7-tube neu- 
trodyne receiver, shielded, and uses 
the 280 type tube, and has illumi- 
nated dials. May be had in either 
console or table models, 185 by 
11 in., and in the former style 
stands 35 in. high. 














This 


is the automatic ‘Switch- 





man,’ manufactured by the R-V 
Mfg. Co., Marshfield, Mass., which 
is a radio clock designed to either 
turn your radio set on or off at 
any predetermined time. It takes 
the form of a small spring driven 
clock incorporating an_ electric 
switch which operates on the same 
principle as an alarm clock. It is 
small and octagonal in design and 
is finished in dark brown to har- 
monize with living room furnish- 
ings. 
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You ean guarantee your customers 
DEFINITE SERVICE LIFE on every 


BRIGHT STAR 
AMPLIPOWER.! 


Now that Bright Star has put “B” bat- 
teries on a real service basis—you can as- 
sure your customers definite perform- 
ance on every Amplipower you sell;— 
because Bright Star Amplipower is 
guaranteed to give satisfactory service 
for 12 months from date of purchase. 
Your “B” battery customers know ex- 
actly what they get for what they spend. 


The full resources of the Bright Star 


Battery Company are behind the bat- 
tery and the guarantee—and in case of 
any loss in service, adjustment will be 
made on the basis of service actually 
rendered. 


You have many “B” battery customers 
and will have them for a long time;— 
it is therefore to your interest to sell 
them Bright Star Amplipower — the 
guaranteed “B” Battery. 


BRIGHT STAR BATTERY CO. 


HOBOKEN. N. J. 





Chicago San Francisco 
““TWENTY YEARS BUILDING THE QUALITY LINE” 
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THIRTY YEARS’ GROWTH 


of 
KESTER SOC tre 


HE manufacture of KESTER SOLDER was begun thirty 

years ago, in the year 1899. No demand existed at that 

time for a self-fluxing solder because such a thing was 
practically unknown. But, with a true vision of its advantages 
over bar and solid wire solder, J. F. Kester began the pro- 
duction of self-fluxing solder, and, with his own firm faith 
justified by the product itself, he educated others to a rec- 
ognition of its superiority. Q Year by year, with constant 
improvements in the manufacture of KESTER SOLDER, with 
sound merchandising policies and with consistent advertising, 
the growth of the use of this solder has been phenomenal. 
Each year has seen a wide-spread increase in the sales of 
i KESTER SOLDER. ( An Engineering Department with a com- 
plete Laboratory is always ready to co-operate with any- 
one with soldering problems; its services are without charge. 


CHICAGO SOLDER COMPANY 


Established 1899 
| 4251 WRIGHTWOOD AVENUE, 


CHICAGO 


















































FINDLAY meets unprecedented SUCCESS! 








Radio Console, 
Console -Grand, 
and Console Table 
for every fopular 


There is a Findlay 
radio set. 








Grand with Speaker 106 
built in. Designed to 
accommodate Radiola 60. 
May also be had with 
Speaker 103. Another 
Radiola-Findlay Console- 
Grand is designed for the 
Radiola 18, with Speaker 
100A built in. 







perros ome 


Radiola-Findlay Console- 


EALERS everywhere have placed their orders 
for the new Findlay Consoles. This is the 
surest sign of Findlay acceptance as pioneers in in- 
troducing Radio 


Furniture built for True Dynamic 
Reception. 


Findlay Consoles are the result of 
the combined art of furniture de- 
signers and acoustic engineers. The 
rich walnut finish accentuated by 
the fineness of detail heretofore 
shown only in the most expensive 
consoles, and the sound construc- 
tion, make a Findlay Console a 
piece of lasting beauty. Guaranteed 
to be absolutely warp-proof, prac- 
tically vibrationless, and immune to 
the many defects of the ordinary 
inexpensive consoles. There is an 
exclusive Findlay Console, Console- 
Grand or Console Table for every 
known make of radio. Installation 
in a Findlay Console is very, very 
simple. Just slide a table model 
into the set compartment. Push 
forward—installation is completed! 
Write us today for more informa- 
tion—it’s more than worth while! 











| strument 








Robert Findlay Mfg. Co., Ine. 


BROOKLYN, N. Y. 


Metropolitan & Morgan Aves. 








| 


Phonograph Jack Helps 
Demonstrations 

Has the phonograph jack any 
demonstration value on the 1929 
radio set? Recently this question 
was put to Alfred H. Grebe, presi- 
dent of A. H. Grebe & Co. 

“Decidedly yes,” said Mr. Grebe, 
who explained why he considers 
this popular accessory of value to 
dealers in their store demonstra- 
tions. 

For one thing, Mr. Grebe point- 
ed out, a music or radio store is 
frequently located in such a part 
of town that outside electrical de- 
vices produce annoying disturb- 
ances in reception. Such condi- 
tions often result from proximity 
to street car lines, elevator control 
boards, electric sign flashers, and 
therapeutic electric apparatus. 
With a phonograph pick-up fed 
through a radio set it is possible to 
demonstrate the tone of the set 
without disturbance. 

Another condition often met 
during the day, Mr. Grebe contin- 
ued, is that a customer may want 
to hear a set at a time when there 
is no music on the air. Then a 
new record slipped on the turn- 
table of a convenient phonograph 
supplies the need. 

Often a customer will have a fa- 
vorite type of music and he may 
want to be sure that the set of his 
choice will do a good job of re- 
production on that particular spe- 
cialty. By keeping a stock of rec- 


_ords handy, it is a simple matter 
| to demonstrate the set with music 


from a symphony orchestra, a 
string quartet, or a chorus of 
mixed voices. 

Nearly every solo instrument 
has been recorded—woodwinds, 
brasses, strings. And with the 
phonograph jack it is a matter of 
seconds to put the appropriate in- 
“on the air.” 

* * * 


Julius Andrae Takes Over 


Collins Electric 

The business of the Collins Elec- 
tric Co., Des Moines, Ia., has been 
taken over by the Julius Andrae & 
Sons Co., of Milwaukee. All mer- 
chandise, fixtures, etc., have been 
moved into the Andrae store at 
Des Moines, which was formerly 


| known as the House of Downing. 


The Des Moines branch has been 
placed in charge of Edw. Collins. 
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By this box you know 
"The Healthy Tubes" 


“| 
. Raytheon: 
» LONG LIFE RADIO TUBES = 


\ > RAYTHEON MFG. COMPANY, Cambridge, Mass. 
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one and all 
have the 4-Pillar Construction, 
Cross-Anchored Top and Bottom 


This unique, super-rigid construction holds the elements per- 

manently in their correct relative positions. 

It prolongs the life of the tube, eliminates microphonic noises, 
and improves reception. 
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\ “She fuse / 


\ 
FUSE, 


that 
never 
fibs” y 


PLUG 


It Shows 
When it Blows 


4H GOES 
Yig 


This trio plays an important part in upholding the reputation of the Protec- 
tive Electrical Supply Co., Fort Wayne, Ind. Left: A. C. Spiegel, who besides 
being director of lamp sales is acquainted with all departments of the house; 
center: H. W. Henline, who succeeds as sales manager because of his acquain- 
tance with the territory covered by his men. “Henny” is a personal friend of 
everyone along the route having any relation to the electrical industry. Right: 
William G. Wintle, manager of the appliance department, whose faculty for 


making friendships makes him indispensable to the organization. 


“Bill” has 


been a department head with Protective for a number of years 





Getting Results in City Sales lowers, as a class. Their business 


(Continued from Page 12) 
third interview. Three interviews 
just about tell the story. 

Of there excep- 
tions to all this. Seeing a prospect 
a first time, there may not be, in 
minutes, an opportunity to get the 
sales process under way. It is easy 
for any reader, especially a sales- 
man, to pick holes in the doctrine I 
have outlined. What I am con- 
cerned with is fundamentals, and 
they point out irrevocably that the 
salesman who begins to sell imme- 
diately he has contact with the 
buyer, and proceeds with the hypo- 
thesis that there is no time like the 
present, is the man who rolls up 
the big sales totals. 

The way to sell is to sell and 
that means an end to pussy-footing 
around. The rough-shod stuff has 
to be present in selling which turns 
in the orders fast—the courage to 
govern the situation and lead the 
prospect to the dotted line. 

Electrical supply salesmen need 
a leader. Looking at the selling of 
electrical supplies from the sales 
management’s side, I would say 
that the two big opportunities to 
get results repose first in leader- 
ship, and, second, in stimulating 
the competitive spirit. 

Salesmen are natural-born 


course, are 


fol- 


ability is concentrated in one field ; 
if it wasn’t, they would be operat- 
ing businesses themselves. Success 
comes to their own 
abilities are supplemented, and a 
complete whole secured. Leader- 
ship does this. 

An electrical supply sales mana- 


salesmen as 


ger who is inferior, as a salesman, 
to his own men, is out of luck. His 
men are going to discover the fact, 
and it will hurt their own selling. 
\ sales manager must be a superior 
He must be able 
to go out and demonstrate to his 
men how to sell. He must have the 
courage to tackle and sell men that 
salesmen have failed on. If he can 
this, the effect the 
force, in raising average sell- 
ing performance, will always be 
good. Sometimes, the influence is 
amazing. 


salesman himself. 


do on sales 


There should be _ leadership 
which shows the individual sales- 
man how to use his time, and 
which doesn’t hesitate to proclaim 
the right way, and the wrong way, 
when decisions in selling must be 
made. 

Next, appeal to the competitive 
spirit. My observation is that 
most electrical supply houses care- 
fully conceal from each salesman 
what other salesmen are earning. 
The salesman himself can tell his 


The 


clouds the mica when it blows, show- 


link is made of an alloy that 


ing immediately which fuse needs re- 


placing. 


Five in a Box 


To Speed Sales 


A sales unit of five fuses is ideal for 
It keeps 


sales moving in quantity all down the 


jobber, dealer and user. 
line. The householder lays in sup- 
plies for several months in one worth- 
while purchase instead of bothersome 
driblets. The 
profit sooner. 


dealer comes to his 
The jobber saves cost- 
ly counting and packing, risky ship- 


ping, untidy storage. 


The separated 
from the threads by a wide porcelain 
band. Only clearest mica used in 
Capacities plainly marked. 
Sanctioned by Underwriters’ Labora- 
tories. 


top is shock-proof, 


windows. 


KIRKMAN 
ENGINEERING 
CORPORATION 


1 Dominick St., New York 
N.E.C.S. Fuses 


Auto Fuses 


Fuse Plugs 


Open Link Fuses Ground Clamps 
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mates, but that is up to him. Fre- 
J quently, he is secretive. 

Le. J I believe in having every mem- 

— ber of the sales force know, from 

e,]. . week to week, exactly what all 

Boost Your Sales with ABolites members of the force are doing in 

actual sales. Sales contests are fine 

(Porcelain-Enameled Reflectors) for this. If there is no contest, a 

weekly standing of results can be 


Easy to Wire—Easy to | posted 


Find ways, too, to let salesmen 
Clean— Easy to Change know what others are making. 
Sam learns that Tom is making 

ERE’S one of the latest ABolite trou- | $20 a week more than he is. He 

ble savers from our new Catalog No. | wants to know how come? Tell 
180—and it’s one that everyone of your | him. Show him that if he will do 
customers will like, “right off the bat.’’ | *° well as Tom, the house will 


, : gladly pay him as much. 
a Type X Long-Necked Reflector I believe that an expert sales 


manager could take charge of city 

EASY TO INSTALL | sales for at least three-fifths of the 
Just unscrew the reflector, and the holder electrical supply ; houses of the 
is completely accessible. The 2-part _ country, and within a month make 
porcelain base makes wiring up still easier. a radical difference in sales results. 
EASY TO CLEAN And this result would come 
Tint tennueenh aii about because the danger of city- 
tor is the only part totake | Selling would be recognized, and 
down. Nothing to injure | avoided. 







































Easy toWire. Everything 


Accessible. Interchangeable. —it can be put right into x *k 
the cleaning bucket if 7 
A COMPLETE LINE desired. The Question of the Calendar 


EASY TO |The question of changing the cal- 
CHANGE endar has reached a stage in which 


Being interchange- | an organized international effort 


able with all the | ; . A 
ther shales. i being made to determine wheth- 
Threaded Neck Re- | €T Public sentiment of the differ- 


flectors, it can be | ent nations approves it. 


pry ots eg With the progress of civilization, 


ing needs. 


Type X is made to fit all 
the usual industrial light- 
ing needs for wide, con- 
centrated or RLM illumi- 
nation. 








And, of course, 
the 5 Big Points 
ALL ABolites have TYPE BXMK 


Q Type BX Reflector with 4" 
REY LPS Outlet Box Cover. 


ee 


Every Montu, Every YEAR 








Sun. | Mon.| Tue. | Wed. | Thur.| Fri. | Sat. 


a: Pe hee Se 
' 


oh 2 eee a ST! 


s| 9/0] a | 12 | 13 | 04 
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Plan. I. The 13 months plan referred 
to is the International Fixed Calendar 
as shown in the diagrams. The new 
month would be placed between June 
and July; the 365 day of the year would 
be dated December 29 and called “Year 
Day” and observed like the historic 
Mosaic “Extra-Sabbath.” 








—_—— —— 7 a om | 


TYPE DXMK TYPE RXQM | : 
Type DX Reflector with 4" Type RX Reflector withQ Type | certain shortcomings in our pres- 
Outlet Box Cover. Pendant Holder. 


| ent time-measuring instrument, in 
use for nearly 2,000 years, have 
come to be felt more and more. 
Its inconveniences are endured by 
reason of custom and tradition, in- 


The ABolite Reflector Co. | herited from generations past, 


7500 Stanton Ave. Cleveland, Ohio which have fixed its use habitually 
: in our lives. 


Custom and tradition have here- 
tofore kept discussion of calendar 
change from becoming effective. 


If You have Catalog 180—See Pages 14 to 16 
If You haven’ t—Write us to Send It 


Se ee 
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RAY-O-VAC 
ROTOMATIC 
SEARCHLIGHT 


This is the patent- 
ed, exclusive 
Rotomatic 
Switch. Cannot 
light accidentally; 
lights always 
when it’s wanted; 
lights only when 
it’s wanted. 


RAY-U-VAc 


GREAT 
FEATURES- 





“HE exclusive Rotomatic Switch 
isa feature that sells. It’s aninstan- 
taneous hit withevery flashlight user 
...the first switch he ever saw that’s 
practically 100% trouble-proof. 


Now that we’ve added brilliant, 
enticing color...the Ray-O-Vac 
Rotomatic Searchlight is an even 
better seller! 


Color attracts the eye ... this is 
the age of color in merchandise. And 
the Rotomatic Switch clinches the 
sale that color starts! 

There’s profit for your customers in 
these two great Ray-O-Vac features! 

FRENCH BATTERY COMPANY 


Factory: Madison, Wisconsin 
Sales Office: 30 N. Michigan Avenue, Chicago, III. 
Branches: New York, Chicago, Minneapolis, Kansas 
City, Atlanta, Los Angeles 


Makers of Ray-O-Vac “A,” “‘B” and “‘C” Radio Batteries, Ray-O-Vac 
Flashlights and Batteries, Telephone and Ignition Batteries 


ROTOMATIC 
SEARCHLIGHT 
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The NEW | 
SPRING TYPE | 
SNAP IN 


3," Box Connector 





Held Securely 
in knockout 
by tension of 
this Steel 
Spring 








LD) isicxen for connecting No. 14W2, 
14W3 and 14-C, 14-P Cord with the 
following advantages: 
Makes a Perfect Ground. 
Cannot fall out. 
Comes assembled and ready to 
use. 
Saves Time and Money. 


But recently the movement toward 
improving the calendar became 
strong enough, especially in the 
United States, to start a serious and 
official international undertaking to 
decide the question. What must 
be determined is whether public 
opinion, after having been as fully 
informed as possible of the advan- 
tages and disadvantages of calen- 




















JANUARY-30days | FEBRUARY-30 days | _MARCH-31 days 
SMTWT FS|ITWT FS SMIT FS SM TW 
‘23 2.) 8 3 23 a week? st 8 6 F 
s 9101112 13 14 8 9lU TI 12 13 14 8 91011 152 13 14 
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22 23 24 25 26 3 25 | 22 23 24 25 26 27 28 | 22 23 24 25 26 27 28 
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Plan. II. The type of alternative pro- 
posal—equalizing the quarters of the 
year—is here illustrated. 


dar change, will be decided enough 
in favor of it to warrant calling an 
international conference for discus- 
sion and action on the question. 
The time considered desirable for 
such a conference is during 1929 
for the reason that the nearest con- 
venient year for putting a new 
calendar into effect is 1933 when 
January 1 falls on Sunday, and the 
interval between 1929 and 1933 


| would be needed to prepare for the 


change. 

For the purpose of ascertaining 
public sentiment in the United 
States, there was organized in 
Washington, D. C., on July 9, 1928, 
with the sanction of the Secretary 
of State, the National Committee 
on Calendar Simplification. 

Thus the question of calendar 
change becomes a national issue. 
Shall it be done?) And how? 

Plan No. 1 and an alternate plan 
No. 2 have been suggested as here 


| illustrated. Space will not per- 


mit of going into all the various 
advantages and objections to each, 


| although upon study of the two 


plans they will for the most part 
be evident. 

When the National Committees 
of the different countries reach 
their conclusions and if a prevail- 
ing desire for calendar improve- 
ment is shown, it will then become 


| necessary for an _ International 
_ Conference to be called. 


Send for Sample, prices and our 
Complete Catalog on Steel City Fittings | 





STEEL CITY ELECTRIC CO. 


PITTSBURGH, PA. | 


| 


| 








The agreement on calendar sim- 


| plification at this International 


Conference would probably take 
the form of a treaty which, when 
ratified by the different govern- 
ments, would become the law of 
each country. This law would take 
care of conversion of dates from 
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ARROW 


Ys /, 








TTOCX 
a FU oO ee 


for TUMBLER SWITCHES and RECEPTACLES 





ex — 3 Gang Combinations 
Cat. List 
| No. Price Description 


TWO new “ARROTEX”’ Plates in 3-Gang Combina- 


tions make the line more popular than ever. Use the 


%9057 $0.45 For 2 Switches and 
Single Receptacle. 





*& 9056 45 For 2 Switches and 

| Duplex Receptacle 

| geese Bor 1 Gwhch ant | | new numbers for Two Tumblers and Single or Duplex 

} Single Receptacle | | , 

| 9019 .30 For 1 Switch and | | Convenience Outlets; or for the handy Warning Light 
| Duplex Receptacle : P 

|  88.~—«.25._ Ruby Jewelor Bull's | | Unit of Switch, Bull’s Eye and Receptacle. 
| | Eye for Tumbler } 
|} | Plates | 


The attractive border and ribbed satin surface of 
“ARROTEX” Plates are beautiful and distinctive — 


Made in all popular styles, economically priced. 


Send for complete catalog data. 


*% New numbers. 





A few of the popular numbers. | | 
| 


ARROW ELECTRIC DIVISION 














Arrow-Hart & HEGEMAN ELeEctric Co., Hartford, Conn., U.S. A. 
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SINCE 1895 | the old to the new calendar, ma- | 
| turity contracts, etc. a 
An Act of Congress stating tht  _—_—_— Leiaemal 


Do 
Away With 
Combination 
Plates 


Use Stock 
Toggle Gang Plates 
for All Combinations 


Soe 


Weber Weber Weber No. 49 
Toggle Bulls Convenience W, 
Switch Eye Outlet eber 
No. 2550 No. 1713 No. 49 Receptacle 


The above illus- 


tration is only a 
suggestion of the 
advantageous use 
which may be 
made of the new 
No. 49 Weber Re- 
ceptacle. Send for 


sample. 
sSoex 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 


BOSTON, MASSACHUSETTS 


Wns Dewees \o 

















such a calendar would take effect 


on a certain date, simultaneously 
_ with all other nations and probably 


two or three years in advance, 
would include, as a part of it, an 
adjustment table and would pro- 
vide that dates on existing bonds, 
mortgages, leases, contracts, etc., 
would be automatically changed to 


the corresponding dates of the new | 
calendar as determined by the ad- | 


justment table; it would also pro- 


'vide for the prorating of fixed 


charges—monthly rent payments, 


| for example, would be reduced by 





the yearly total being divided into 
13 instead of 12 parts. 
*K * *K 


Electric League Formed at 
Erie 
On January 8, forty-seven repre- 
sentatives of the electrical indus- 
try of Erie met to form an electric | 
league. All branches of the indus- | 
try were represented. 


Geo. B. Noll, who formerly | 


| represented the Hart & Hegeman 


Mfg. Co., in Pittsburgh, has been 


_appointed manager of the League. | 
He assumed his duties on January | 
16 and has established the League | 


headquarters at 623 Erie Trust 
Bldg., Erie, Pa. Plans are being 


laid for a continuous advertising | 
and selling campaign on_ better | 


wiring and merchandising. 








George Corrao, of Graybar, St. 
Louis, presents a stock certificate to 


Edward G. Franke. Mr. Franke has | 


been with the company 26 years and 
at present is serving as sales corre- 
spondent. 









Always 
the : 


Same. 


LAS has just as many ad- 

vantages for medium 
voltage insulation today as it has 
ever had. Hemingray manufactur- 
ing methods have been developed 
in pace with the advances in the 
glass making art, making the most 
of the distinctive characteristics of 


PERMANENCE 


Glass is unchanged by time, 
temperature or the elements. . 


"TRANSPARENCY 


No hidden flaw can exist un- 
detected in glass insulators. 


"HoMOGENEITY 


Being alike through and 
through glass has uniform 
insulation value and mechani- 
cal strength. 


Non-Porosity 


Water is not absorbed in any 
degree—hence glass is never 
affected by moisture. 


STRENGTH 


| Hemingray annealing meth- 

ods and design combine to 

give Hemingray insulators a 

mechanical strength that as 

long as the insulator stays 

on the pin, will maintain a 

very large percentage of its 
original flash-over value. 


EMINGRAY 


| Sales policy like Hemingray 
| glass, contains no hidden qualities that 
| cannot bear closest scrutiny. Once 
| established, it has been maintained 


continually, without change. 





HEMINGRAY GLASS CO. 
Muncie, Ind. 
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Just Off 
the Press! 


FREE TO 
JOBBERS 


and 


JOBBERS’ 
SALESMEN 









COMPLETE SALES awa 
MERCHANDISING PLAN 


Tells where and how to sell Electric Ventilation 
— gives complete advertising and sales plans — 
contains samples of American Blower literature, tech- 
nical data, and sales helps. Inspect it yourself —visualize 
the opportunity in this fast growing business; and 
remember, this sales plan as well as American Blower 
literature is furnished free to reliable contractors. 


AMERICAN BLOWER CORPORATION, DETROIT, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONT. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES (351) 


Please send me, without obligation, your 1929 Sales Plan 


ora | American Rlower 


Fim Be th nn HEATING, AIR CONDITIONING, | DRYING, MECHANICAL DRAFT 


HANDLING equi 1PMENT SINCE 188 








MANUFACTURERS OF ALL TYPES OF AIR 


Full Address 
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MANUFACTURERS 


NEWS 














Dostal with American Flyer 

Charles A. Dostal, who at vari- 
ous periods during the past fifteen 
and one-half years has been dis- 
trict manager of the Philadelphia, 





Chas. A. Dostal 


St. Louis and Chicago offices of 
the Westinghouse Lamp Company, 
has resigned to become vice-presi- 
dent in charge of the 
American Flyer Mfg. Co., Chicago. 
red S. Kinney, formerly Philadel- 
phia manager for Westinghouse, 
succeeds Mr. Dostal as head of the 
middle west division. 


sales of 


* 


Morgan Ellis Promoted 

Steel & Tubes, Inc., announces 
the election of Morgan P. Ellis as 
vice-president and general manag- 
er. Mr. Ellis will be located, ef- 
fective March 1, at the company’s 
Brooklyn office to which the head- 
quarters of the 
have been moved. 

Murray S. Whitfield, who was 
Cleveland district man- 
ager of the Chicago-Jefferson [use 


electrical division 


formerly 


& Electric Mfg. Co., has been ap- 


pointed sales manager of this 
division. 

The following representatives 
have been assigned territories in 
the eastern district: James J. 
Coughlin, New York (metropoli- 
tan district); C. F. Resseguie, 
Philadelphia; Thomas D. Mitchell, 
Baltimore; John R. Wilkins, Bos- 
ton, and M. F. Stranahan, New 


York State. 


Trumbull Vanderpoel Pur- 
chased by Cutler-Hammer 


Cutler-Hammer, Inc., Milwau- 
kee, Wis., announces that it has 
acquired the business of the Trum- 
bull Vanderpoel Electric Mfg. Co., 
of Bantam, Conn., which will be 
operated as a subsidiary under its 
present name. 

This purchase will add a com- 
plete line of meter service and 
safety switches to the present Cut- 
ler-Hammer line of motor control, 
wiring devices and allied electrical 
items. 





NEMA Revises 


Constitution 

The revised constitution and by 
laws just passed by the National 
Electrical Manufacturers’ Associa- 
tion marks a new departure in as- 
sociation management. The out- 
standing feature of the constitu- 
tional revision is the creation of a 
council of the chairmen of all 
groups in NI-MA._ The associa- 
tion is in reality a federation of 
electrical manufacturing industries. 
Member companies making sim1- 
lar products are combined in ap 
proximately 50 such industry 
groups, or sections. Larger groups 
are effected by combining sections 
with mutual interests and prob 
lems into divisions of which there 
are now five in NEMA. 

In the new section council, the 
leaders of the individual groups, 
both sections and divisions, will be 
able to accelerate and render their 
efforts more efficient through the 
closer relationship with the board 
of governors to which they will an- 
nually elect nine of their number. 








The Wadsworth Electric Mfg. Co., Covington, Ky., was host recently to 
this group of men, which comprises the entire sales organization, at the com- 


pany’s first annual sales conference. 
was in charge. 


Forrest J. Alvin, merchandising manager, 
The conierence was divided between the various department 


heads, who discussed the relations of the salesmen to the sales program of the 
company, the proper methods of handling orders, the value of co-operation be- 


tween the men and the factory, ete. 
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Bis experience gained by such outstand- 
ing sales successes as, ““Today’s the Day,” 
“Light Up ... For Profit,” “Out in Front,” 
and the “Six Shooter” activities has defi- 
nitely established every Edison Mazpa* 
Lamp activity as a certain winner. 

The Edison Mazpa Lamp distributors’ 
new “Lucky Seven” activity is no exception. 
Rather, it isa culmination of all the successes 
of the previous activities. This makes it a 
certain winner. You can’t fail to increase 
your lamp earnings. 


HAVE TO 


GAMBLE 
TO WIN 





The display material and sales aids sup- 
plied to your Edison Mazpa Lamp Agents 
will draw business to them. You naturally 
cash in on this increased business. 

Read the current issue of the “Edison 
Sales Builder” for particulars. Consult the 
“Edison News Letter” for further particulars 
and sales ideas. Then pass on the informa- 
tion to every Agent. This is a game where 
they don’t have to gamble to win. 

Remember the Lucky Seven activity is 
a break for you and your Agents. 


*Mazpa—the mark of a research service 


EDISON MAZDA LAMPS 


GENERAL @@ELECTRIC 


YH; 


} 
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E-Z | 


Bolt Anchors 


are 


Easy to Sell & 














Because— 

they are guaranteed to give an- 
chorage beyond tensile or shear- 
ing strength of any wrought iron 
bolt, and because of their neces- 
sity in fastening to concrete, 
stone or brick, such equipment as 
transformers, dull 


presses, lathes, milling machines, 
grinders, shapers, buffers, trans- 


signs, motors, 





mission machinery, overhead ma- 
terial handling equipment, pipes, 
theatre chairs, awnings, etc., etc. 
There’s Profit in This Line 
for You 


Why not clip the cougon NOW so we can 
send you free sample 


Name 


Address 





Kempton Mfg. Corp. : 
148 West 23rd Street 


New York City 





After driving from St. Louis to Kan- 
sas City, arriving with a hot-box on 
every wheel, then sitting up with a 
sick friend, Walter Haffner, of Pass & 
Seymour, is still smiling. And when 
he sells a couple hundred like that 
sample, he'll laugh right out loud. 





In view of the fact that all asso- 
ciation activities originate in the 
groups, which are now represented 
on the governing body, an aston- 
ishing degree of mobility has been 
obtained. Association growth usu- 
ally spells unwieldiness. In the 
case of NEMA, however, where 
the rate of growth during the two 
and one-half years of the associa- 
tion’s existence has been exceed- 
ing rapid, careful management has 
overcome this danger and endowed 
increased stature with greater flex- 
ibility. 

The revised constitutional set-up 
also provides for the regrouping 
of sections into new divisions in 
which it is believed that a closer 
and more effective degree of co- 
operation can be obtained by the 
individual sections thus organized. 
A new divisional grouping has 


| been suggested and is at present 


being considered by the sections. 
Final approval of this regrouping 
will probably be given at the time 
of the spring meeting and will be- 
come effective at that time. 

By decreasing the number of 


| meetings from six to three each 


year, the association believes that 
approximately $300,000 will be 
saved annually to the membership. 
The annual meeting of NEMA 
will be held in the fall instead of 
the spring as heretofore. In addi- 
tion, two other meetings of the as- 
sociation may be held each year. 











Push Button 
Cr—5 





Cat. No. 300 










Write for our new 
January catalogue 





Complete line 
RODALE MFG. CO. 


200 HUDSON STREET 
NEW YORK 


Consta 
tette matty 
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Its Mounting Sales Makes Selling Easier 


OUNGSTOWN-BUCKEYE Conduit sales have been 

steadily mounting — because it has won the esteem of 
the men who specify it, the praise of the men who install it 
and the good will of those who stock it. 





Year after year, more and more Youngstown - Buckeye 
Conduit has gone into service—and each installation leads 
to another. 








That’s why Youngstown-Buckeye Conduit sells easier—and 
builds up a profitable repeat business for you. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


of the oldest manufacturers of copper-bearing steel, under the well-known and established trade name “Coppéreid” 
General Offices—-YOUNGSTOWN, OHIO 
DISTRICT SALES OFFICES: 















CLEVELAND—Union Trust Bldg. MINNEAPOLIS— Andrus Bldg. SAN FRANCISCO#$55 “ ‘——” St 
DALLAS— Magnolia Bldg. NEW ORLEANS-—Hibernia Bldg. SAVANNAH—M T Terminals 
DENVER—Continental Oil Bldg. NEW YORK—30 Church Sct. SEATTLE—Cen 

DETROIT—Fisher Bldg. PHILADELPHIA—Franklin Trust Bldg. ST. LOUIS—150% st St. 





KANSAS CITY, MO.—Commerce Bldg. PITTSBURGH—Oliver Bldg. YOUNGSTOWN-—Stambaagh Bldg. 
LONDON REPRESENTATIVE—The Youngstown Steel Products Co. 
Dashwood House, Old Broad St., London, E. C. England 


STOWN: BUCKEYE 


CONDUIT 
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OBBERS| 


and Mfrs. Agents® 


This Clock 
STARTS or 
STOPS RADIOS 


Automatically 
List Only 7730 
ae aoe 


make it one of your 
most profitable items. 


The 





Radio Switchman 


Turns a radio set on in the morn- 
ing for the setting-up exercises, 
and off at night after the owner 
has been lulled to sleep by his 
favorite orchestra. Has hand con- 
trol which operates either with or 
independently of automatic con- 
trol. Small, handsomely finished in 
dark brown, with unbreakable 
crystal. Extremely accurate move 
ment. For A. C. and other power 
receivers, no wiring required—just 
plug in. Connections require no 
change when once made. Stand- 
ard rating, 200 watts, 110 volts. 
(For hot nights: an electric fan and 
the R-V Switchman—a suggestion 
for summer business.) 
Some territories yet open 


Write Now 
R.V. Manufacturing 
Company 
Marshfield, Mass. 





SOUTHERN Srares Cas.e COMPANY 





This is the new plant of the Southern States Cable Co., at Mobile, Ala., which 
started production recently. It is a division of the General Cable Corp., one 
of the largest manufacturers of wire and cable in the country. The Mobile 
plant was established to meet the special needs of the electric power com- 
panies and the southern industry in general who heretofore had to depend on 
northern suppliers for wire and cable. Harry Parker, who has had long experi- 
ence in this field of manufacture, was drafted from the Rome Wire Co. Division 
to take over the responsibilities of the position of manager and secretary of the 
Southern States company. As for the building’itself, it is a fine example of the 
latest practices in industrial construction and is 540 feet long by 120 feet wide, 
with a total floor area of 74,000 square feet. 








| RCA Tubes Reduced Thomas Duncan Succumbs 
| to Heart Disease 
Thomas Duncan, president of 
the Duncan Electric Mfg. Co., La- 
fayette, Ind., died on January 21, 
as a result of heart disease, with 
which he had been troubled since 
18th, Radiotron UX-296 is reduced M#8t f00. At the time of Dis mage 
| 25 cents, to $2.00; UY-227 is re- he was a patient in a hospital in 
duced a dollar, to $3.00; UX-280 is Los Angeles, heey m 
reduced 75 cents, to $3.50; UX-281 ‘ 
is reduced 25 cents, to $7.25; UX- Electro Mfg. Co. Appoints 
112-A is reduced 25 cents, to $2.50; | Metropolitan Sales Agent 
UX-250 is reduced 50 cents, to The Electro Mfg. Co. of Amer- 
$11.00; UX-199 is reduced 25 cents, ica, Philadelphia, Pa., announces 
to $2.00; UX-171-A is reduced 25 the appointment of Caffrey & War- 
cents, to $2.50; UX-200-A is re- ner, Inc., New York City, as its 
duced 50 cents, to $3.50, and UX- sales agent in the metropolitan 
| 201-A is reduced 10 cents, to $1.40. district. 


Price reductions ranging from 
10 cents to a dollar on ten types 
of Radiotron vacuum tubes in 
wide general use, have been an- 
nounced by the Radio Corporation 
| of America. Effective February 
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This is a group of some of the out-of-town representatives and members of 
the home organization of The Sterling Mfg. Co., Cleveland, taken on the roof 
of one of Sterling’s four plants. In the top row, left to right, appear: J. D. 
Beal, comptroller; L. E. Wilson, production manager; J. W. McLane, office 
manager, S. S. Mills, credit manager; D. F. Braun, export; P. F. Ellsworth, 
service manager; Stanton Umbreit, engineer; A. B. Gardner, engineering de- 
partment; C. E. Semple, engineer. Bottom row, left to right: Clayton Water- 
field, automotive; Arthur Rohde, sales department; William B. Nevin, sales 
manager; A. J. Detsch, Pacific Coast representative; Harry Merrithew, south- 
western representative; J. V. Cooper, Canadian representative; P. J. Bauman, 
assistant sales manager; Leslie Peat, assistant advertising manager; J. A. Barn- 
hart, engineer. 
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Keep Hair 
|bYereleuunnel! 














This Hair Dryer Brings 
Extra Sales 


Here is an item many salesmen are using to get extra sales. 








The Hamilton Beach electric hair dryer keeps the hair luxuriant 
and alive. After washing, the hair is given a treatment of energiz- 
ing warm air, then a breeze of fresh, cool air—very exhilarating. 
The hair dries in a few minutes. Sets water waves quickly. A 
chic ivory toilet article. 

The Hamilton Beach hair dryer in 1929 is being advertised na- 
tionally in Motion Picture, True Story, Better Homes & Gardens, 
Photoplay, Good Housekeeping, Normal Instructor & Primary 
Plans—combined circulation over 6,000,000. This is the largest 
campaign ever run on hair dryers. 

Suggest this item to your next ten customers and enjoy the 
extra sales. 


' Hamilton Beach Mfg. Co., 

D9033 H. B. Bldg., Racine, Wis. 
Please send copy of your 16 pag 
' my dealers selling points. 


booklet on hair dryers so that I can give 


' Name .. 
' 


' Address ....... ercccecece eceecee 


' City State.. 


I am with 


lton Beach 











Other Hamilton Beach 
Appliances 


Vacuum Cleaner—Motor driven beating brush 


with powerful suction. Outstanding sales rec 
ords have been set up by dealers since the 
price was reduced from $62.50 to $39.50 
(Denver—west $41.) 

Straight Air Cleaner—Latest addition to Ham 
ilton Beach line. Ball bearing motor. Con 
sumer price $29.50. (Denver and west $31.) 
Home Motor—Makes any sewing machine an 
electric. 1929 Advertising Campaign in 6 Na 
tional Magazines. Write for special help to 
tie in with N.E.L.A. electric sewing machine 
campaign for May. 

Vibrators—The tremendous interest in exer 
cising machines has greatly increased the de- 
mand for Hamilton Beach vibrators which fill 
the same need at a low cost. 

Power Motor with bufing and 
grinding wheels. $25. (Denver 
and West $25.50.) 

Jewelers Lathe Motor—Radio manufacturers 
and others use this motor for coil winding and 
other jobs. It is indispensable to the jeweler 
Prices $18.50 and $25.00. (Denver and West 
SOc additional.) 

Electric Drink Mixer—Beautiful new colors 
for 1929. Fully chromium plated and many 
other new features. 

The Hamilton Beach Mfg. Co. is a subsidiary 
of Scovill Mfg. Co. Assets over $33,000,000 
and a record of 127 years successful manu- 
facturing. Over 3,000,000 Hamilton Beach 


Complete 
Retails at 


appliances in use. 
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For Business 


or the Home 
The New 





Link Switch 


Here is a convenient and economical little 6- 
ampere link switch that is for both business 
and home chain lighting fixtures. Fits ia 
place of one of the links and is hardly 
noticeable. Easily installed by cutting one 
wire and attaching both ends to binding 
posts of switch, doing away with splicing or 
rewiring of lead wires. 


Consists of Levolier Fixture Switch, Levolier 

Link and locking attachment. Brushed brass or 

Jap bronze finishes. Will last indefinitely and 

take the surge of switching even a cold 500- 
watt gas-filled Mazda lamp. 






When talking good lighting, convenience and 
economy and long life don’t forget the Levolier 
Link Switch for all chain fixtures. 





ESTABLISHED 1 


VALPARAISO - INDIANA 























Unsmoked Ceilings 
IDEAL “Universal” 


Wire Connectors Eliminate 


Blow Torches and smoked, dam- 
aged ceilings requiring repairs. 


Here Are Your Buyers 











Contractors Electrical Appliance 
Radio and Electrical Manufacturers 
Dealers Industrials 


Fixture Manufacturers 


100,000,000 Wiring Joints made 
annually! That’s volume! 


One size fits all 
roughing and fixture 
joints. Give the 
joints double cur- 
rent carrying capac- 
ity. Practically un- 
breakable. Fully 
approved. 
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Ideal Commutator Dresser Co., 
1047 Park Ave., Sycamore, IIl. 


' 

' 

' 

' 

' 

' 

. . . . . . ' 
Please send samples, new prices and complete information regarding Ideal “Uni- ' 
versal’’ Wire Connectors. : 
' 

' 

' 
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Fred Chambers’ Company 
Growing 
Fred E. Chambers, who entered 
the manufacturers agency business 
last year, organizing the Fred E. 
Chambers Co., Indianapolis, an- 
nounces that his company is na- 





Fred E. Chambers 


tional sales distributor for the In- 
dianapolis Appliance Corp. line of 
desk and floor lamps and glass 
boudoir lamps. He is also cover- 
ing the United States for the Parts 
Corp., who make the “Quick-Up” 
clamp, the Ornamental 


| Bronze Mfg. Co., Art Metal Co., 





Continental Chandelier Co. and 
the Wilhite Machine Works. This 
national distribution is accom- 
plished by 16 representatives as- 
sociated with the company. 

The Chambers company has just 
been moved into a suite of three 
office and display rooms, 204 and 
205 Holliday Bldg. and has taken 
on one new man, Carl Leedke, who 
will work on special jobs with the 
jobbers and dealers in Indianap- 
olis. 

Fred Chambers will be remem- 
bered as the former sales manager 
of both the Inland Glass Co., ‘Chi- 
cago, and later of the Jefferson 
Glass Co., Follansbee, W. Va. 

* * * 
Arcturus Radio Co. Changes 
Name 

The name of the Arcturus Radio 
Co. of Newark, N. J., has been 
changed to The Arcturus Radio 
Tube Co. This change is merely 
a matter of policy and the same 
personnel continues to operate its 
five New Jersey A. C. tube plants. 
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BUFFALO 
BREEZO 


Buffalo Forge Company 


201 Mortimer St. Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
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The 


DETROIT 
No. 44 


The 


pocketbook. 














Torch for Every Electrician 


VERY electrician is a prospective customer 

for a Detroit Torch No. 44. 
red enamel finish, its unusual compactness and 
its numerous points of superiority, are certain to 
catch his eye and its price is certain to fit his 
That is why jobbers and dealers 
everywhere are glad to handle it. 
If your house does not carry the Detroit Line, 
write today for a catalog and complete infor- 


Its attractive 


mation. 
Bouet | DETROIT 
— 4 Because k TORCHES & FIRE POTS —— 
They're | DETROIT TORCH & MFG. CO. 
Better | pETROIT wy MICHIGAN 
New York Office. B.S. Alder Co. - 5 Warren St. 

















Outlet Box 
Hood 


” 
2 


— 





ee 


RLM Standard Dome 


Socket-Hoods are made for 7” con- 
duit or for mounting on 4” outlet box. 
Reflectors and Hoods of various styles 
and sizes are interchangeable. 

QUADRANGLE MFG. CO. 


26 S. PEORIA ST. 
CHICAGO 





VAP 








REFLECTORS 


A new and serviceable 
line of “Quad” Reflec- 
tors for industrial light- 
ing. The principal fea- 
ture is the heavy rolled 
thread connecting the re- 
flector to the socket- 
hood. 

Reflectors are made in 
Standard Dome, Shallow 
Bowl, Deep Bowl and 
Angle types. All reflec- 
tors are porcelain enam- 
eled green outside, white 
inside and equipped with 
threaded socket-h 0 o d s 
finished in green baked 


enamel. 





Ask for new 
‘“‘JUMBO”’ 
folder giving 








REFLECTORS ) 


prices, etc. 




















Thordarson Doubles Manu- 
facturing Facilities 


In order to facilitate the han 
dling of the increasing demand for 
its transformers, the Thordarson 
Electric Mfg. Co., Chicago, has ac- 
quired an additional building ad- 
joining its present factory, dou- 
bling the manufacturing space. The 
combined factory site now occu- 
pies half a city block and the seven 
floors of the two buildings repre- 
sent a total of a quarter of a mil- 
lion square feet of floor space. 

In addition to the added plant 
space in Chicago, a branch office 
has been opened in Cleveland, O., 
at 520 Citizens Bldg., under the 
management of C. M. Hendricks. 
He will cover the same territory 
as he handled out of the Chicago 
ofice—Michigan, Ohio, western 
New York and western Pa. 
is also made ot 
the appointment of Merwyn 
Heald, who has been with the 
company for some time in the pro- 
duction and research laboratory, as 
chief engineer. This department 
will be enlarged, also, and under 
the new arrangement the research 
department, devoted solely to sct- 
entific research, will be independ- 
ent of the production department. 
which controls the development of 
sample transformers, and has in its 
charge the testing, drafting and 
service departments. 


Announcement 








Lewis M. Clement, head of the 
Kolster Radio Corp. research labora- 
tories in Newark, N. J., has been 
elected president of the Radio Club 
of America for the year 1929. 

Mr. Clement’has been a director ot 
the club for the past ten years. 
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The Fan You 
an Sell 





Wagner Fan blades cause minimum wind 
noise. The blade pitch slices the air out 
into a long, strong beam of surprisingly 
large volume. The Wagner Fan Motor em- 


bodies forty years of a. c. motor experience. 


® 
¢ 
g 
g 


Build your fan business on the Wagner line. 


Wagner deliveries from branch stocks are prompt 
and reliable. Ask for the Wagner sales plan. 


Literature on Request 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue, St. Louis, U.S.A. 


Wagner Sales Offices & Service Stations in 25 Principal Cities 


Products: FANS... . .Desk, Wall and Ceiling 
TRANSFORMERS... Power, Distribution and Instrument 
MOTORS... Single-phase, Polyphase and Direct Current 


61-6231-3 
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Raco 


NEW CODE 


Outlet Boxes 

















Cat. No. DO-13-N 


Same as DO-13 
except without 
the fixture stud. 
Bring in leads 
from side or bot- 
tom, the Raco 2- 
way clamp holds 
them securely. 
Just tighten the 
screw—that’s all. 


Cat. No. DO-13 


Meets all the re- 
quirements of the 
new code. 114 in. 
deep, 3% in. di- 
ameter, with ears, 
and 3¢-in. fixture 
stud. Knockouts 
for loom or BX 
—4 in sides and 4 
in bottom. Fitted 
with two 2-way 
one-piece bushed 
clamps. 





Roach-Appleton Mfg. Company 


3440 N. KIMBALL AVE. 


- CHICAGO, ILLINOIS 


45 MURRAY STREET - - - NEW YORK, N.Y. 








Raco 











Edward T. Maharin who has been 
special representative for the past year, 
has been recently appointed to sales 
and field manager for the CeCo Manu- 
facturing Co., Providence, R. I. Mr. 
Maharin has been with the radio indus- 
try for the past five years in sales 
capacity. He was formerly secretary 
and treasurer of the Novo Manufactur- 
ing Co., of New York City, and is well 
known in the radio field throughout the 
country. During the next two months, 
Mr. Maharin contemplates visiting the 
various district sales managers of the 
above company. 





Dr. DeForest Feted 


In order that they might pay 
proper tribute to the “Father of 
Radio,” Dr. Lee DeForest, men 
prominent in the affairs of govern: 
ment, finance, industry and science 
attended a colorful banquet held on 
January 24, at the Hotel Biltmore. 
Among the most prominent guests 
were Anthony J. Drexel Biddle, 
Jr.; Walter P. Crysler; William 
K. Vanderbilt, Jr.; Hon. Jaines J. 
Walker, Mayor, and Hon. Grover 
A. Whalen, Police Commissioner, 
of New York City; Hon. James A. 
Farley, New York State Boxing 
Commissioner, and Hon. William 
E. Walsh, City Commissioner. 

That well-known radio guest an- 
nouncer, Louis A. Witten, acted 
as toastmaster, introducing the va- 
rious speakers, beginning with 
James W. Garside, president of the 
DeForest Radio Co. and the Jen- 
kins Television Corp., James J. 
Walker, Grover A. Whalen and 
Walter P. Crysler following in 
turn. Dr. DeForest then spoke of 
his early trials in developing the 
vacuum tube, and of his present 
and future efforts toward improved 
audions. 
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Matthew Griswold Dies 
Matthew Griswold, who retired 
as manager of the Erie, Pa., works 
of the General Electric Co. on Jan- 
uary 1 because of ill health, died 


at his home in Erie on February | 


10. He has been manager of the 
plant since 1912 and upon his re- 
tirement was succeeded by H. L. 


Re Emmet. « + 


Illinois Engineers Study 
Glass Making 

Fifty members of the Illinois 
Illuminating Engineers Society 
were guests of the Inland Glass 
Works, Inc., at Chicago, on Jan- 
uary 18th. 

Mr. Allen and other members of 
the Inland company conducted the 
party on a tour of the plant. Glass 
making is always fascinating, but 


this was particularly so because | 
the keynote of the meeting was the | 


promotion of better light through 
use of illuminating glassware. A 
good thought was passed on by 
one of the members who made the 


remark that, “if everyone appreci- | 


ated the value of good glassware 
to scientific lighting there would 
not be a single uncovered electric 
light bulb exposed today.” 
x *k * 

Tom Grier Answers Call 

- of the West 

Tom Grier, well known through- 
out the electrical industry, has 
again traveled West and can be 
found at his’ Riverside, Calif., 
home at 203 N. Fairmount Blvd. 

Mr. Grier spent practically the 
whole winter recuperating from a 
very bad attack of bronchial pneu- 
monia, with which he had been 
laid up since last November. He 
has, he says, practically regained 
his strength and can now thor- 
oughly enjoy California’s sun. 

* * * 


Spencer New Wagner 
Salesman 
N. H. Spencer, for the last eight 
years connected with the Pitts- 
burgh Transformer Co.,  Pitts- 
burgh, has been added to the sales 
force of Wagner Electric Corp. at 
Dallas, Texas. Prior to joining the 





Pittsburgh company, Mr. Spencer | 


was district manager of the Niag- 
ara, Lockport & Ontario Power 


Co. and was for five years manager | 


of the Olean Electric Light and 
Power Company, Olean, N. Y. 













Cat. No. SU-13 


Raco DO-13-N Box 
mounted on HS Shallow 
Offset Bar Hanger com- 
plies with all the require- 
ments of the new code for 
outlet box, fixture stud 
and metal support. 


Roach-Appleton Mfg. Co. 


3440 N. KIMBALL AVE. * CHICAGO 
45 MURRAY STREET « -« NEW YORK 
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J. K. Utz Back from 
Southwest 
J. K. Utz, radio sales manager 


'of the Kellogg Switchboard & 


“It has a grip like its namesake” 











Bull Dog 


Split Knobs 


‘Tuese are the 
safe, approved knobs for 
all types of residence wir- 
ing. They mean better jobs 
at no added cost. Bull Dog 
Split Knobs, together with 
Illinois Porcelain Tubes, 
Cleats, Solid Knobs and 
Reversible Square Split 
Knobs, form a complete 
line of standard porcelain. 


Sold Through Wholesalers. 


Illinois Electric Porcelain Co. 
Macomb, Illinois 





| Supply Co., Chicago, has returned 
_ from a southwestern trip on which 


he contacted with a number of 


branches of the J. W. Jenkins | 


Sons’ Music Co., Kansas City, Mo., 
which is a distributor of the Kel- 
logg line. He also visited the of- 
fices of the Blewett Co., Dallas, 
Tex., distributors for Kellogg in 
that state. 
Westinghouse Organizes Re- 
frigeration Department 
An electric refrigeration depart- 


'ment has been organized by the 


Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa., the 


| headquarters of which are located 


at the Mansfield, O., works. J. S. 
Tritle has been appointed general 
manager, in addition to his respon- 


| sibilities as general manager of the 


merchandising department. 
Utah Develops Automatic 
Remote Control 
An automatic remote control 
tuning device for radio receivers 
designed to eliminate the necessity 


of placing dials, switches and | 


knobs upon the panel, has been de- 
veloped by the Utah Radio Prod- 
ucts Co., Chicago. Through the 
use of this device the receiver may 
be controlled from any point in 
the home, any number of controls 
being used. For instance, if one 
station is tuned in from the living 
room it may be tuned out from 


another room, and any other pro- | 


gram desired brought in. 


The remote control box is small | 
and compact and may be held in| 


SHERMAN 


NEW PATTERN 


“Slit Retainer” 


FUSE CLIPS 


N. E. C. STANDARD 























To secure perfect result in panel- 
board and cut-out installation, Sher- 
man fuse clips are essential. They 
insure a “Snug” job. 

Ferrule types are made of special 
phosphor bronze, the only non-fer- 
rous metal which will retain spring 
temper while under tension for long 
time. 

Knife-blade types are heavy, special 
temper spring copper and especially 
designed to secure strong spring ten- 
sion with resulting perfect contact. 





the palm of the hand. It contains | 


two knobs, one a station selector, | 
the other a volume control | 


Through the selector any one of 
ten stations, either DX or local, 


may be dialed. It is possible to | 


secure DX tuning also for stations 


not listed on the selector dial as | 
two auxiliary tuning buttons are | 


provided, allowing finer tuning 


than is possible through the ordi- | 


nary hand control. The device 
automatically turns on the set, 
lights the tubes and tunes. A 
brushless motor is an important 
part of this new tuning device. 


ALSO MANUFACTURERS OF 


\ 


Fixture Connectors 
Extension Connectors 
Ground Clamps 
Battery Connectors 
Battery Clips 


Fuse Clips 2 


Sold Through Jobbers 


+H. B. SHERMAN MEG. 
CO. 


‘Battle Creek, Michigan 
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HEGEMITE PLATE 


on the 


SWITCH & RECEPTACLE COMBINATION 


No. 3974 


Here’s your new idea of doubled-up Convenience — Receptacle opening is now zm the plate. Takes 
with a “HEGEMITE” Plate which is newer still. the attachment plug of any electric appliance, 
Rich, lustrous brown with handsome border and while the Switch part controls the lights. To 
vertical-ribbed surface. A real showpiece! show it is to se// it—to the live Contractor. 
Double Pole, 10 Amps., 250 V. Doutle Pole, 20 Amps., 250 V. Single Pole, 10 Amps., 250 V. 
No. 3974-Composition Sw. Base - List $1.45 No. 3976-Composition Sw. Base - List $1.55 No.3978-Porcelain Sw. Base - List $1.35 
No. 3975-Porcelain Sw.Base- ” 1.35 No.3977-Porcelain Sw.Base- ** 1.45 No.3979-Composition Sw.Base- ” 1.45 
Carton: 1. Std. Pkg.: 10. Carton: 1. Std. Pkg.: 10. Carton: 1. Std. Pkg.: 10 








HOVULUGANOOAOUAUEOUL BOGUS NEOEREOEEDUNESLAANEUSUREOEAUREDOOREEAELLUAAUUEREAAELOABEAEUDELEGUAAEUGURLUOELTADOUEGUUUUUAETEUDEEEEUUED GAs GE EETAAETEEEL TELL 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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INTERIOR 
ELECTRIC SIGNS 


= 
ae __ad | BRE Rien 


ELEVATOR ff 


TT 





Directional Signs—Hotel Lobbies, Elevators, Offices, Banks, Public 


buildings are just a few of the many places where directional signs can 
be used. See Day-Brites catalog on Interior Electric Signs and get 
some of this business. 


Day-Brite Reflector Co. 
3825 Laclede Ave. St. Louis, Missouri 





Porcelain and Slate Cutouts 


Well made. Best materials. Wide selection. 


Individually packed. 
— Send for catalog sheet — 


—O— 


Multi Electrical Mfg. Co. 


1840 W. 14th St., Chicago, Ill. 














“What do you think of my boy now? 


Some kid, eh?” So questions T. (¢ 
Worthington, who represents the Tri- 
angle Conduit Co. in Louisville, Ky., 
and who is shown here with his son, 
Bowie. Bowie is an all-around athlete, 
being particularly addicted to baseball 
at which he has proved himself such an 
artist that many clubs have tried to 
inveigle him to join with them. Upon 
the close of the basketball season he 
has indicated that he will launch his 
baseball career by signing a contract 
with the Louisville baseball club. 





Steinite to Manufacture 
Radio Cabinets 


Acquisition of a complete furni 
ture factory for the purpose of 
manufacturing radio cabinets was 
recently announced by Leslie I’. 
Muter, vice-president of the Stein 
ite Radio Co., Chicago. 

The factory is located at Au 
burn, Ind., in the heart of the 
wood-working industry. It will 
add 40,000 square feet to the pro 
duction facilities of the Steinite 
Radio Co., which will be tripled. 


| according to Mr. Muter. 


“The tremendous demand for 
the 1929 Steinite as evidenced by 
the orders placed by jobbers at the 
recent convention in Chicago 
forces the company to carry out 
at once expansion plans which we 
have contemplated for the entire 
year of 1929,” Mr. Muter said. 

“We regard our new line as the 
‘pace-setters’ for the year and 
within the next two or three weeks 
we Shall present to the public what 
we consider the most startling de- 
velopments in radio receivers since 
the perfection of the first all elec 
tric set by Steinite engineers.” 
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The Economy of the One Threadless Fitting 
that can be Taken Out of the Line Alone 


Watch a line of conduit being put in with 
Konpu Threadless Fittings, and you under- 
stand at once why modern wiring experts, one 
after another, have adopted KOoNDU as 
standard. 


Note how easily KoNDU goes anywhere— 
slipping over the ends of bent conduit as easily 
as straight— close to corners, girders, and 
partitions, as easily as in the open. 


Three or four turns of the lock-nuts, and 
KONDU is in to stay put. Vibration can’t shake 
it loose. Accidents can’t break these fittings, 
which are malleable iron. 


The easiest fittings to change 
When you have alterations or additions to 


Any unusual or tricky 
conduit installations are 
handled easily - with 
Konpu Threadless Fit- 
tings—this one was for 
lighting a boxing arena. 


















FIRST IN THE FIELD 


THREADLESS 
FITTINGS 






OF 
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make, Konpbu fittings can be taken from the 
line as easily as they are put in—without dis- 
turbing any other part of the system. Did you 
ever see any other fitting that will do this? 
Neither did we. 


And of course there’s no time spent thread- 
ing pipe—no unions to turn into the pipe after 
a bend. Konpu made all that unnecessary 3 
years ago! 

Write for the Konpu Catalog, showing the 
complete line of threadless fittings for every 
standard electrical requirement. 


ERIE MALLEABLE IRON COMPANY 


Kondu Division Erie, Pa. 














See how easily the Konpvu fit- 
ting slips into or out of the line 
without disturbing any conduit. 



























CAN BE TAKEN 
OUT OF THE LINE 
ANYWHERE, 
AT ANY TIME 
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Webster says:— 
RELIANCE 


is the act of relying or state of be- 
ing reliant; dependence; confidence; 


trust. 





For 19 Years 


Morning 


Noon 
Nite 
RELIANCE 


TIME 
SWITCHES 


Have been living up to Webster's defi- | 
You can place | 
your whole heart and soul in Reliance 


nition of “Reliance.” 


Every one is guaran- 
satisfactory 


Time Switches. 
teed to give absolute 


performance. 


15 IMPROVEMENTS 


° | 
incorporated in the present model. 


WE SERVICE 


all complaints and adjustments 


direct from the factory, thus sav- 
ing you time and inconvenience. 


Also Mfrs. 
of 
RACINE 
TIME 
SWITCHES 


RELIANCE 


Automatic Lighting Co. 
1907 Mead St. Racine, Wis. 





Chicago-Jefferson Adds to 
Sales Staff 

Two new salesmen with the Chi- 
cago-Jefferson Fuse & Electric 
Co., Chicago. are H. A. Brooks 
and G. D. Settles. Mr. Brooks 
will travel out of the New York 
office, replacing S. V. Evans, and 
Mr. Settles will handle the south- 
ern California territory. L. H. 
Byrne, formerly a correspondent 
in the company’s sales department 
is now traveling the Wisconsin 
territory. 


Eagle Electric Adds to 
Present Plant 
Due to the steady increase in 
the business of the Eagle Electric 
Mfg. Co; of Brooklyn, N. es it has 
been found necessary to make an 
addition to its plant. The acquisi- 
tion of 5,000 sq. ft. has been an- 
nounced, which brings the total 
amount of working space up to 

35,000 sq. ft., covering three floors. 

* * x 

A. B. Spicer Joins Appleton’s 

St. Louis Office 
When Roy Hawkins, who di- 
rects the destinies of the Appleton 
lectric Co. in St. Louis and the 
southwest, visited Chicego early 
in February, he announced that he 
will be assisted in the handling of 

this territory in the future by A. 

B. Spicer. This Hawkins-Spicer 

combination is well known to the 

trade as the “Appleton Twins.” 
* ok O* 

Meeting of Lighting Sales- 
men Held by Consolidated 
A three-day sales conference of 

the lighting salesmen of the Con- 

solidated Lamp & Glass Co., Cora- 


| opolis, Pa., has been brought to a 


successful close. The meeting was 
held for the purpose of acquaint- 
ing the men with the new lighting 


_lines being placed on the market 
| by Consolidated. 


These are said 
to be a new departure in the way 
of beautiful color effects for resi- 
dence lighting. 


ck 
Fullman Has New Eastern 
Representative 


The Fullman Mfg. Co., Latrobe, 
Pa., announces the appointment 
of Moncrief & Graf, New York 
City, as its district sales represen- 
tative for eastern New York state 
and northern New Jersey. 





Dressing 
e 





THE MORE USES 
—THE MORE SALES 

HE Circulair has none of the 

limitations of the ordinary fan. 
It may be utilized wherever air 
circulation is desired—from the 
boudoir to the bank vault. There 
is no direct draft—no blast of air 
to disturb papers or to cause head 
colds—and it circulates not in one 
—but in every direction. For use 
in winter as well as in summer, be- 
cause it circulates the air without 
chilling it. Furnished in two sizes, 
9 inch and 6 inch, in mahogany, 
walnut, ivory or black. 


Universal motor (A. C. or D. C.) 
for 110 or 220 volts. Specify cur- 
rent and voltage desired. 


Cone accessories (extra), 
choice of ash tray, flower 
holder or humidifier. 


ELECTRO MFG. COMPANY OF AMERICA 
Philadelphia 


32nd and Arch Streets + 


CIRCULAR. 


The new way fan 











o =) ot} eee 
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Regional Sales Meetings 
Held by Nilco 

Sales meetings of its distributors 
in the eastern division and in the 
central and western divisions were 
held recently by the Nilco Lamp 
Works, Inc., Emporium, Pa.., the 
first in New York and the latter in 
Chicago. Plans were laid for an 
extensive advertising and promo- 
tional program for the year. 


* * * 
Meyers at “333” 
In announcing the fact that 
EK. F. Meyers was to represent 
“Ettco” as manufacturer’s agent 


in Illinois, lowa and Wisconsin, an 
error was made in Mr. Meyer’s 
address. He is located in the 
“333” building—333 N. Michigan 
Ave., Chicago. Eddie is also rep- 
resenting Central Tube and Rey- 
nolite. 


Majestic Organizes Sales 
Promotion Department 
The Majestic Radio Corp., Kan- 
sas City, Mo., announces the ap- 
pointment of Albert E. Warr as 
sales promotion manager, this de- 
partment having been organized 
recently. 
with the General Out-Door Adver- 
tising Co. for several years, and 
this former experience in preparing 
and carrying out sales promotion 
plans for dealers in many indus- 
tries well qualifies him for his new 

position. 





E. A. Williford of the Cleveland of- 
fice National Carbon Company was re- 
cently made chairman of the newly- 
organized carbon arc “Sunshine” 


section of N. E. M. A. 





Mr. Warr was formerly | 


lamp | 








Sell Convenience and Economy 


in Lighting 


“TD ano Tne pars PENS 
The Smallest 6-Amp. 
Pull Switch Made 





With the 


Levotier 


MEG, U.S. PAT. OP 


Heavy Duty Fixture Switch 


Sell the idea of greater convenience and economy 
in the use of higher-wattage lamps in industrial 
plants and commercial institutions by installing the 
Levolier Fixture Switch in outlet box, canopy or 
ceiling pan and controlling each unit individually. 
The tendency toward bigger lamps is spreading 
fast, creating a big market for increasing sales of 
the Levolier Fixture Switch. 

Rebuilt, of heavier section, eliminating possibility 
of breakdown. With a rating of only 6 amperes, 
this switch will take the initial 45-ampere smash of 
switching a cold 500-watt gas-filled lamp. 

Easy to install. Skin and loop one leg of circuit and 
attach the two ends to the terminals of the switch. 

Let us send you a sample and full information 


Vi ? 





PP 





Used in Fit Shallow Canopies of 
Ideal for Knockout of Ceiling Store and Office 
Canopies Conduit Box Pans Fixtures 











| PECGILL | D 


PANDEAC Sai G Co. 


ESTABLISHED 190 


VALPARAISO 









INDIANA 
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To Keep Your Sales Manager 
Smiling, get in those 1929 
contracts now for— 


Pg E-MERSON FANS 


> with 
Ge ‘tic 5-Year Guarantee 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Ave., St. Louis, Mo. 806 W. Washington Blvd., Chicago, III. 
50 Church St., New York City 














Offers this NEW 


Beautiful, Inexpensive, 
Ornamental 
Hanger Equipment 


You can sell a contractor this 
hanger for 80% of his hanger 
jobs. It is so ornamental that the 
builder likes it at sight, and he 
likes it better when he hears the 
price. That makes it a fast-mov- 
ing item. The margin for both 
you and the contractor is enough 
to make any effort worth while. 
Finish is statuary bronze with 
gold effect on cast parts. We are 
cooperating with you by putting 
our catalog into contractors’ 
hands. Orders are waiting. Get 
them. 


The Art Metal Co. 


“Hanger Specialists” 


1800 E. 38th St. 
CLEVELAND, O. 











Pat’d and Pat. App, for 











| A. W. Robertson Elected Di- 


rector of Radio Corp. 

Andrew W. Robertson, who was 
recently elected chairman of the 
board of the Westinghouse Elec- 
tric & Mfg. Co., has been elected a 
director of the Radio Corp. of 
America. 

* * * 

National Carbon Uses New 
Sealing Compound 
Eveready flashlight cells, famil 
iar to all users of flashlights, are 
now being issued with a new seal 





ing compound, which according to 
the announcement by the National 
Carbon Co., Inc. makers of 
Eveready Flashlights and_flash- 
light cells, is superior to the 


| familiar red seal previously used. 


The seal, which is used to keep 


|in the “mix” or battery elements 





in the flashlight cell, is an import 
ant part of the product, and the 
company states that by the use of 
the new special sealing compound, 
which bonds more closely with 
metallic surfaces than the former 
red seal, moisture losses are great 


ly reduced. 
cs * * 


Perryman Opens 
Chicago Office 


The Perryman Electric Co., Inc.. 


|North Bergen, N. J., announces 
| the opening of a sales and service 





office in the McCormick Bldg., 
Chicago. R. B. Lacey, western 


sales manager, will be in charge. 
—e~ s 


New Fixture Manufacturer 

A newly organized corporation, 
the Crown Metal Products Corp., 
St. Charles, Ill., has taken over the 
Crown Electrical Mfg. Co. C. G. 
Everson, C. G. Everson Co., Chi- 
cago, is chairman of the Board of 
Directors, and A. E. Urban, Amer- 
ican Lighting Equip. Co., Chicago, 
is president. 

The new company will manufac 
ture every description of lighting 
equipment for jobbers, dealers and 
electrical contractors and will ren- 
der a designing service and offer 
sales assistance on the larger jobs. 
A photogravure catalog is being 


| prepared for the dealer trade. 


* -* * 


Death of B. T. Bechtel 
B. T. Bechtel, district sales man- 
ager of the Youngstown Sheet & 
Tube Co., Youngstown, O., died 
suddenly on February 1. 
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High Narrow Bay 
Lighting Unit 



















“a8 
~—4 


OR mounting from 15 feet to 80 feet above and concen- 
LMI trating a powerful light on the working surfaces 
directly beneath the unit. Particularly suited for installation 
in high narrow bays. 








Deep Bowl Aluminum Reflector with Aluminum-Oxide 
Reflecting Surface. Outside Finish High Heat Resisting 
Green Enamel. 


Light in Weight; Easy to Install; Two-Piece Separable Threaded 
Hood and Reflector; for Pendent Stem or Outlet Box Mounting. 
Can be used with either 750, 1000 or 1500-Watt Mazda Lamps. 


With Dust-Tight Cover 


The Benjamin Dust Tight Cover, 
which is easily attached to the High 
Narrow Bay Lighting Unit, protects 
the reflecting surface and 
lamp from dust and dirt. 
The smooth outer surface 
of the glass cover is easily 
kept clean. This is a great 
advantage in solving the 
problem of economical and 


proper maintenance of lighting efh- 
ciency, when units are installed in 
places not easily accessible. 












Send for Special In- 
formation on the Ad- 
vantages of the New 
High Narrow Bay 
Unit and the Dust- 
Tight Cover. 




















BENJAMIN ELECTRIC MFG. CO. 


120-128 So. Sangamon Street 
New York Chicago San Francisco 
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@ YAGERS 


| SOLDERING 





Don’t forget 
to include 


Yager’s- 


“As old as the Industry” 


Y AGER'S Soldering Salts and 
Paste have been supplied to 
the industry by us, just about 
as long as there has been any 
industry to use them. 

We are in a better position than 
ever to serve you on these 
profitable items. They ought to 
be in every Jobber’s Catalog. 
May we send full information? 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 







































Stanley E. Kraft has been appointed 
active directing head of the store light- 


ing division of the Curtis Lighting, | 
Inc., Chicago, the purpose of which is | 
to make merchandising with light a/| 
practical science, to solve store and | 
window lighting problems and to de- | 
velop new illumination ideas. 





Kleinwaks Forms New 
Company 


Chas. G. Kleinwaks has resigned 


tric Corp., and has formed the 
Argon Tube Corp. in co::aection 
with John E. Johnson as president, 
and A. Irving Witz of the Gray 
Sales Co. of New York and Phila- 
delphia, as vice-president and sales 
manager. 

A complete plant for the making 
of all types of radio tubes is locat- 
ed at Newark, N. J., and the com- | 
pany will be in full production by | 

February 1. 





* 


Robert Kittle Leaves 
Benjamin 

Mr. Robert G. Kittle, for many | 
years associated with the Benja-| 
min Electric Mfg. Co., Chicago, | 
has resigned to join Leslie Ablett, | 
of the Paramount Mfg. Co., New-| 
ark, N. J., in the manufacture of | 
rectifying tubes. 


‘Edward Rigby to Represent! 
Taplet | 

Edward Rigby has_ been ap- | 
pointed representative in the New) 
England territory by the Taplet | 


|'Mfg. Co., Philadelphia. He re- 
|places Albert Mann who repre- 
isented the company for many 


years in that territory but has now 
retired from the electrical industry. 











as treasurer of the K. & H. Elec-| Pittsburgh 
| ’ 


Another reason 
for selling 


~“GALVADUCT” 


and 


“LORICATED” 


electric conduits 


have 
threads. 


They clean sharp 
The contractor 
will not lose time by hav- 
ing to rethread. The 
tapered thread makes in- 


stallation quicker. 


GARLAND 
MEG. CO. 


Penna. 

















Glade Manufacturing Co. 





4 
a, 0 
\ "o Fom mins ** 
“* “GUARD CAN BE 
ACVOLVEO 






MSIOE PARTS 
OF socKnar 
~. S inCH HANDLE 





*MOESTRUCTIBLE &SWOCMLESS SOCKE 


Jobbers— 


ERE is something new!—the 

latest thing in electrical shop 
lights. They are oil, gasoline and 
grease-proof and have absolutely un- 
breakable sockets. There is nothing 
to get out of order on these handy 
and sturdy Glade lights. 





They are offered to you on the 
basis of a strict jobber policy—priced 
to give you a handsome margin of 
profit and to meet competition. List 
Glade Shop Lights in your catalogs. 
Sheets, electros and folders are 
available. Send at once for attrac- 
tive proposition. Get the facts. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 
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Our Manual on meee 
Switches is complete. 
copy sent on request, 
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Three Outstanding Safety Switches! 


The Current 
Breaker 
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In the complete line of Safety Switches made 
by this company, three types stand out from 
the rest. 

The Current Breaker—We put this first, 
because it is the outstanding safety switch 
in the industrial field. No job is too hard 
for it. It has no superior nor is any safety 
switch its equal. 

Type ‘*C’’ Switch—The all purpose switch. 
In construction is superior to standard Type 
“C” lines, because it is quick make and 
quick break. 

**7000°’—For entrance duty and for other 
light duty service. Designed particularly 
for the contractors use. 

All three are built better than their classifica- 

tion, and will give long and lasting service. 


Distributors will find in the complete lines of 
V Safety Switches and Knife Switches, a single 
source of supply for their switch requirements, 
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Trumbull-Vanderpoel Elec. Mfg. Co. 
BANTAM, CONN. 


Subsidiary of Cutler-Hammer, Inc., Milwaukee, Wis. 


SAFETY SWITCHES ¥ 




































120 





THE soBpBER’SfA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 





New Electrical Products, Illustrated 










The Beardsley & Wolcott Mfg. 
Co., Waterbury, Conn., has devel- 
oped this electrically heated atom- 
izer. It will heat any semi-solid or 
liquid preparation to the right tem- 
perature and may also be used for 
preparations which do not require 
heating. A DeVilbiss nebulizor is 
used and all metal parts are brass, 
heavily nickel-plated. Rubber bulb, 
cord and base are blue. The 
nichrome heating element’ con- 
sumes five watts. 








This adaptable hanger offered by 
the Art Metal Co., Cleveland, has 
special cast loop and flaring orna- 
ment giving a massive and rich ap- 
pearance. It is finished in statuary 
bronze with gold effect on cast 
parts. It incorporates the “Amco” 
safety holder feature which locks 
glassware into position by simply 
placing the globe into fitter and 
closing the lever on holder. 


9 





The Yaxley Mfg. Co., Chicago, 
has placed on the market a com- 
plete, self-contained burglar alarm, 
which works on the closed circuit 
system. It includes the alarm cab- 
inet, with sensitive relay, bell, bat- 
teries and testing key and the trap, 
which consists of a swiveling re- 
ceptacle and jack, insulated flexible 
conductor, attachment plug and an 
automatic reel. The trap may be 
set to extend across a door open- 
ing or the conductor may be 
looped over a door knob, threaded 
through a window lift, attached to 
a window shade, curtain. 











The National Electric Products 
Co., Pittsburgh, Pa., has developed 
the No. 2163 squeeze type cable 
connector using “Bond _ nuts” 
which will tighten permanently 
against box wall due to the con- 
cave shape of the connector. The 
sharp bonding spurs save the labor 
of scraping enamel around knock- 
out by automatically cutting 
through it on black boxes. Both 
“Bondnuts” and connectors are 
rust proofed with zinc by sherard- 
izing process to eliminate corro- 
sion, 





S. Buchsbaum & Co., Chicago, 
announces a line of switch plates 
and receptacles which are executed 
in heavy stiffened brass and fin- 
ished in 12 colors or silver or gold 
plated. They are made in two sec- 
tions, the first screws into place 
like an ordinary switch plate and 
the second, an artistic cover plate, 
snaps over it concealing all screws. 
Worked into the design of each 
plate is a luminous radium spot. 
Illustrated is No. B200, silver or 
gold plated, with two luminous tri- 
angles. 











No. 





Lang’s 
added two reflectors to its line. “Aldeen” 


Daylight, Inc., Cleveland, has 


for 25 to 60-watt lamps, is for 


small windows, wallcases, showcases, and 
cove lighting. 3% in. high and 4 in. in di- 
ameter. 
150-watt 
dows. Its total height is 6 in. with adapter, 
and the width is 5 in. 


The “Adenda” No. 625, for 100 or 
lamps, is for medium size win- 








The Chicago-Jefferson Fuse & 
Electric Co., Chicago, is now man- 
ufacturing its line of ‘“Powerlets” 
in the threadless type. These are 
made of malleable iron in one 
piece, no seams welds or inserts. 
They fit snugly against a flat sur- 
face without turning and are 
adaptable to either regular conduit 
or the new electrical metallic tub- 
ing (thin wall conduit), a special 
clamping ring being necessary for 
the latter. These fittings are ap- 
proved by the Underwriters’ Lab- 
oratories and are obtainable in 
sizes from % in. to 2 in. 
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Excuance Nationat Bang 
Bipc., Tursa, Oxta. 
















Architects 
The Weary and Alford Co., 
Chicago 
Consulting Engineer 
E. N. Clingman, Chicago 
General Contractors 
S. M. Seisel Co., Milwaukee 
Electrical Contractors 
Electric Supply Co., Tulsa 
Electrical Protection 
Buss Renewable Fuses 






















EFrir 


o~ , 


is TT a 
FRET 


Cs 












Rising twenty-eight stories in the air, the Exchange comparison proved them to be best qualified to give posi- 
National Bank Bldg., is Tulsa’s tallest sky-scraper and tive and dependable electrical protection at the lowest cost. 


one of the outstanding structures of Oklahoma. This A demonstration will easily acquaint your contractors 
ultra-modern building is completely equipped with BUSS with the advantages of giving their clients BUSS care- 
Renewable Fuses. free and low cost electrical protection. Use the sample 


BUSS Renewable Fuses were installed after unbiased fuse we.will gladly send you. 


BUSSMANN MANUFACTURING CO. ¢ ¢ ¢ ST. LOUIS, MO. 
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New Electrical Products, Illustrated 








Type SFR 





Type osrve 











Type SPP 





The Ralco Mfg. Co., Chicago, is 
marketing types 53 FR and 52 FR 
heavy duty flush receptacles. The 
former is for electrical ranges, 
warming tables, etc., and the latter 
for two conductor service. The 
plugs have heavy shell of drawn 
steel treated to prevent corrosion. 
Contacts are fully protected and 
strain is taken off contacts, insula- 
tors and binding screws. Recep- 
tacles can be mounted on standard 
outlet box cover. 






This “Diamond H” heavy duty 
switch put on the market by the 
Hart Mfg. Co., Hartford, Conn., is 
designed for heavy duty commer- 
cial range and water heater work. 
New style clock spring used pro- 
vides quick make and quick break 
and the quality assures long life. 
Furnished in standard type with 
black porcelain base, black bake- 
lite cover with white indications 
and porcelain handle. Exposed 
steel parts are cadmium plated pre- 
venting oxidation. 














The Hunter Fan & Motor Co., 
Fulton, N. Y., announces a 10 in. 
single speed A. C. oscillating fan 
in four colors: old rose; lettuce 
green; turquoise blue crackle and 
parchment. It has a handy tog- 
gle switch and duralumin blades 
which are finished to match the 


fan. May also be had in black. 


This automatic “Jack in the 
Box” toaster being presented to 
the trade by the Armstrong Elec- 
tric & Mfg. Corp., Huntington, W. 
Va., toasts both sides of the bread 
at once and through the automatic 
timing lever as soon as the toast 
is done the lid opens and the toast 
may be easily removed. Will 
toast sandwiches also. It is fin- 
ished in highly polished nickel 
with ebony black handles and is 


‘provided with an Armstrong switch 


plug which is made to automati- 
cally detach should anyone acci- 
dentally run into the cord when 
the toaster is in use. 














A voltage and fuse tester of watch 
case size for quickly and safely 
locating “blown” fuses, crossed 
circuits, dead receptacles, grounds, 
and for checking over installations 
is being introduced by the Electric 
Tester Mfg. Co., Portland, Ore. 
The new model goes under the 
trade name of “Johnson.” It con- 
sists of a resistor coil and other 
parts enclosed in a heat resistant, 
non-conducting circular case, 2% 
by 1 in. in size. A small indicat- 
ing lamp burns dimly at 100 volts 
and brightly at 250 volts. 








The Hamilton Beach Mfg. Co., 
Racine, Wis., announces the addi- 
tion of a straight suction type 
vacuum cleaner to its line of mo- 
tor-driven appliances. Features of 
the new cleaner are: Ball bearing 
motor; stationary nozzle brush, 
floating type with tilted bristles; 
visible 5-position nozzle adjust- 
ment; and conveniently curved 
handle and trigger switch. Has 
24 bar commutator motor with 
grease-packed ball bearings. The 
nozzle and motor case are of pol- 
ished aluminum. The cleaner 
weighs 11 Ibs. 
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@ 


Sell Your Customers An Idea 
And Make More Noney 


WIRE FOR THE FUTURE 
60 Amp. Service 








The ADVANTAGE ot Today 
—The NECESSITY ot Tomorrow 
From now on, 60 Amp. Meter Service Switches will 


e begin to be demanded for normal entrance work 
requirements. 


Z Light, heat and power conditions in industry and the 
e home are no more like what they were fifteen years ago 
than are my lady’s hats and dresses. Ne, 16335 | 
3 Probably right now in the average home, 30 Amp. 

e Service is enough to take care of lighting and miscel- 
laneous appliances. 





4 The cost of electricity has declined continuously for the 
e last decade, encouraging its use for heat, light and 
power in the home. 





5 An increasing number of homes are using electricity for 


e cooking, requiring 60 Amp. Service. wo, 18322 | 

: 7 . ecessible Cover 

6 Every new home wired with 60 or 100 Amp. Service pion | 
e whether actually required or not, constitutes a ready 


market for heating, cooking, and labor saving appliances—a 
distinct advantage. 


Z Tomorrow, 60 Amp. Service will be a necessity, so why 
¢ not be ready and start early? 


Remember, Selling Bigger Units 
Assure Bigger Profits for You. 





A Switch For Every Purpose ilo 38323 


Sold Through Jobbers 


THETRUMBULL EL 








NEW YORK Plainville 4 CHICAGO 
114 Liberty St. i atti BOAR AN Switch BOARD ee 2001WPershing Rd. 
BOSTON PHILADELPHIA. SAN FRANCISCO 

1002 Statler Bidq. Bourse Bldq. 595 Mission St. 


ATLANTA 
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New Electrical Products, Illustrated 








Shown are two of the new models being offered by Robbins & Myers, 
Inc., Springfield, O. The first, No. 526-A, is the new type 36-in. alter- 
nating current ceiling fan with two-speed pull switch and four hardwood 


blades finished in mahogany. 


small offices and doorway entrances. 


It is especially suited for hotel bedrooms, 


The 596-A is a 16-in. alternating 


and direct current oscillating fan having three speeds. The blades are of 
heavy gauge aluminum and will make five complete oscillations per min- 
ute. Both of these models are finished in semi-glossy baked black enamel. 








A new reversible toaster, No. 
345, is announced by Eagle Electric 
Mfg. Co., Brooklyn. This product 
has a horizontal reversible mech- 
anism which aids in turning the 
toast without touching same with 
the fingers. It is finished in nickel 
plate and a choice of red, blue or 
yellow handle, and comes equipped 
with a 6 ft. cord and attachment 
plug. A handy control is built on 
the toaster. 




















The model RA1 electric range 
manufactured by The W. J. Loth 
Stove Co., Inc., Waynesboro, Va., 
is of pressed steel and has a nickel 
steel oven lining. It covers a floor 
space 25 by 43 in. and is 43 in. in 
height. It has a 16 in. oven and is 
equipped with an automatic tem- 
perature control. May be had in 
jade green and ivory, pearl grey 
with blue trim or white with black 
trim. 














The new “T. T.” switch (ther- 
mostatic tumbler) announced by 
the Trumbull Electric Mfg. Co., 
Plainville, Conn., may be had in 
three types—surface, flush and the 
switch alone. The first two are 
illustrated. This is a small single 
pole switch for controlling frac- 
tional H. P. single phase motors. 
Handle trips to “off” position on 
an overload. To reset it is simply 
necessary to throw the handle “on” 
when the thermostatic metal has 
cooled. There is no fusible ele- 
ment which requires replacement. 











The Edwin F. Guth Co., St. 
Louis, Mo., offers a new series of 
fan and fixture combinations which 
are obtainable for both A. C. and 
D. C. operation. Shown is fixture 
model R3138. These combinations 
may be hung from any standard 
fixture stud in a standard electric 
ceiling outlet, according to the 
manufacturer, and the fans may be 
had in lacquer finishes to match 
any fixture. 








This new manual starting com- 
pensator, CR-1034-K-33, a develop- 
ment of the General Electric Co., 
Schenectady, N. Y., is applicable 
to the control of high-speed, squir- 
rel-cage motors including all two- 
and most four-pole motors. 
Among the features claimed for it 
are: Wide break and high inter- 
rupting capacity; time-delay under- 
voltage release; standard construc- 
tion contact tips. 
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SANGER RG EO OO 


RADIO TUBES 


ECAUSE there was a tube shortage 
in 1928 the long-visioned dealer may 
be concerned over the possibility of over- 
production in 1929, 

He need not be—if he is allied with Syl- 
vania. 

Sylvania’s dealer proposition this year 
will be doubly attractive. No increase in 
demand can upset the quality of Sylvania 
Radio Tubes. Adjustments will continue 
in the dealer’s discretion. Protection 
against price declines will be guaranteed. 
The price cutter will buy other and in- 
ferior tubes which he can buy “at inside 
prices.” 









Sylvania Tube profits will be 
protected. 
And the Sylvania Foresters - Every Wednesday Night o7 


€ Ne 
the NBC System-- Are Building Constantly Bigger De 
mand For Sylzania Radio Tube: 


Sylvania Products Company 


Emporium Pennsylvania 
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CSP 


CONDUIT 
FITTINGS 


“B-X" Connectors 
One Hole Pipe Straps 
Universal Box Cleats 
Extension Pieces 
Fixture Studs 
Hickeys 
Locknuts 
Bushings 


A Superior Line, carefully made, 
and satisfactory to Jobber, Con- 
tractor and Wireman alike. 


Conveniently located sales offices 


BURG ELECTRIC SALES CO. 
32 Union Square 1321 Arch St. 
New York City Philadelphia 


O. H. Nickerson 
720 Guarantee Title Bldg. 
Cleveland, Ohio 


Louis Sobel 
1450 Broadway 


Ajax Elec. Sales Co. 
1926 Chestnut St. 


Detroit, Mich. St. Louis, Mo. 

W. Allen G. G. Willison 

516— ord Ave., So. 1913 Pacific Ave. 
Minneapolis Dallas 


On the Pacific Coast 
C, Dent Slaughter 
314—12th St., San Francisco 
Los Angeles Seattle 


Sold Thru Jobbers 
Chicago Steel Tank Co. 


Electrical Division 
64090 W. 66th St. 


Chicage tric Co., the R. E. 











Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W.J. WALTON, Mgr. 











G. E. Develops Slot Insula- 
tion Paper 
| A smooth, tough, flexible fiber 
|paper, of high mechanical and ai 
‘electric strength has been devel- | 
|oped by the General Electric labo- | 
ratories particularly for use as a| 


slot insulation. This material | 
‘combines such qualities as resist- | 
‘ance to folding, high tearing | 


strength, high tensile strength and_| 
| high dielectric value. 
This paper is a product of the 
Merchandise Department of the, 
‘company at Bridgeport, Conn. 
* * * 


Taber Joins Stevens Engi- 


neering Staff 

W. T. Taber, radio engineer and 
specialist in amplification and re- | 
production, has joined the engi- | 
neering staff of the Stevens Mfg. 
Corp., New York. Mr. Taber will | 
be remembered as the former chief 
engineer of the Daven Radio Corp., | 
Newark, N. J., as well as chief en- 
gineer of the Tilletson Transform- | 
er Co., Orange, N. J. His eng- | 
neering experience also includes 
connections with the Liberty Elec- 
Thompson Co., 
and the old Marconi Company. | 
Mr. Taber is now in charge of) 
loud-speaker and transformer re- 
search and _ engineering for 
Stevens. 

* * x 

Leban’s Territory Enlarged 

Announcement is made by the) 
Steinite Manufacturing Co., Chi- 
cago, of the appointment of J. L.| 
Leban as district sales manager 
for western Pennsylvania and West | 
Virginia. Mr. Leban assumes these 
new duties in addition to his regu- 
lar position as district sales mana- 
ger for the Ohio territory. His. 
headquarters for the middle west- 
ern area will remain in Cleveland. 
During the last three years he has 
been in charge of sales for Steinite 


in both Ohio and New York states. 
* * * 


Reynolds Issues Color 
Lighting Pamphlet 

A most attractive pamphlet on | 
its full line of color lighting equip- | 
‘ment which covers practically | 
‘every application for motion and | 
color in lighting has been issued | 
by the Reynolds Electric Co., Chi- | 
cago. A price list is also given on| 
the “Reco” and “Laco” equipment. | 








TOP | 


Lamp 


Thefts 














Socket with 
outer casing 
removed and 
Gri; Lock 





lated tab and 


‘ine. outside 


thread. 





Grip-Lock has an imme- f. f 


| diate appeal to industrials 


and other users of lamps 
in exposed locations. 


Fully 50 per cent of lamp replace- 
ments are occasioned by theft. Grip- 
Lock saves this huge waste. Perfect 
contact, lamps cannot vibrate loose, 


ee JOBBERS 
WANTED 


Lock is a real service— 

and profitable. 

East Haven Specialty Co. 
Manufacturers of Grip-Lock Products 

EAST HAVEN, CONN. - - U.S.A. 


A 








“I OK’d It Long Ago” 


New “MASTER-SIZE” Wire- 
mold opens up big field of 
industrial and commercial in- 
stallation. Wiremold ‘““BEAM- 
STRAP” makes it almost as 
easy to lay wires ‘round 
beams as on surface. Other 
new features and sales helps. 
Write for catalog and inter- 
esting details. 


The Wiremold Company 
Hartford, Conn. 
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T IS only natural that 
I Chrysler engineers, famous 
for their production efficiency, 
should standardize on Wheeler 
lighting equipment. They knew 
it to be scientifically correct; 


they realized the saving it would 








allow them in installation and 
maintenance costs; and they 
appreciated the advanced 
patented features which only 
Wheeler offers, and which char- 
acterizes the continued modern 
lighting developments bearing 
the Wheeler name. Your plant 
too, can know the advantages 


of the best in illumination, if 








Wheeler-equipped. A_repre- 
sentative from our nearest office 


will gladly go over the matter 











= "a with you, without obligation. 
WHEELER DUREX WHEELER ISOLUX 
for general lighting for side lighting 


“Wheeler lighting +s scientifically correct — 


WHEELER REFLECTOR CO 


' = 
i : | 
} 
b 





. Sales Offices: St. Louis, Indianapolis, Los Angeles, 
San Franciseo, Seattle 
An Canada: Canadian General Electric Co., Limited 


275 Congress St., Boston, Mass. 
New York Atlanta Cleveland 
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There is a very satisfac- 
tory steady sale for Flexco- 
Lok and Flexco lamp guards. 
It is a complete line 
on modern requirements. 
Trade profits are well pro- 
tected and our own salesmen 
co-operate closely with sales- 
men of Jobbers who stock 
the guards. Work the line. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, III. 

















































Made of soft wrought 
steel—‘‘Central”’ Con- 
duit is easy to cut, easy 
to thread and easy to 
bend. The tenacious 
properties of the en- 
amel or zinc coatings 
used on “Central” 
Conduit have made it 
famous for its ability 
to resist the most se- 
vere bending strains 
without cracking, 


Pa stieleltcl ame amir) atelm 


CENTRAL 
CONDUIT 


Central Tube Co. 
First National Bank 
Building 
PITTSBURGH 


Manufacturers of 
“CENTRAL 
WHITE” 
“CENTRAL 
BLACK” 


“WHITENRED” 





CeCo Increase Facilities 
The rapid growth and_ steady 
development of the CeCo Mfg Co., 


| Providence, R. I., again necessi- 
tates additional space and _ facili- | 
ties. The new addition constitutes | 


another wing, covering an area of | 


44,000 sq. ft 
of 120,000 Sq. ft. 
This new factory will go into oper- 
ation in April. 


* * 


Opportunities for Salesmen 

S. E. Bryson, sales manager of 
the Robert Findlay 
Co., Metropolitan 
Avenues, Brooklyn, was in attend- 
ance at the radio convention in 
3uffalo. He announced there that 
he was in need of salesmen who 
have had experience in the radio 
trade, preferably from both the 
wholesale and retail angle. These 
men are for three territories which 
comprise western New England, 
northern New York, northern 
Ohio and Michigan. 

Phil D. Newell has just been 
made district manager of the com- 
pany in the territory comprising 
central and southern Ohio, with 
office in Columbus. Mr. Newell 
has had wide experience in the re- 
tail end of radio, and will visit the 
retailers in that district in behalf 
of the Findlay distributors and aid 


and Morgan 


' them in their merchandising work 


| wish 


in connection with Findlay radio 
consoles. 
x * x 
Late Trade Literature 

De Forest Radio Co., Jersey 
City, N. J—‘“The Grid” is an at- 
tractive house organ now being 
published by this company. It 


will contain advertising and sell- 
ing suggestions, explanations of 
sales policies, personal items, edi- 


, making a total area | 
of factory space. | 


Manufacturing | 


torials and a column for those who | 


to express themselves on 


some apropos subject. 


Pass & Seymour, Inc., 


log covering the full range of the 
company’s products, together with 
a special “Alabax” porcelain light- 
ing fixture manual in color; also 
an effective folder, in color, suit- 
able for dealer imprint and general 
distribution. 


Syracuse, | 
N. Y.—Announcement is made of | 

° . | 
the publication of a general cata- | 





W AN T E D 


Manufacturer’s Sales 
Agent to handle distribu- 
tion of Rigid Conduit, El- 
bows and Couplings in 
States of Missouri and 
Kansas on commission 
basis. Must be familiar 
with Conduit business. 
Replies giving references 
will be held in confidence. 
Answer by letter. 


Address Box M329 


THE JOBBER’S SALESMAN 
53 W. Jackson Blvd., Chicago, II. 











IN NEW ENGLAND 
it’s 
TUTIN 


for quality lines 
Sold Thru Jobbers 


Warehouse Stocks 


Manufacturers’ Representative 
at 
182 Purchase Street 
Boston, Mass. 














SUN RAY 


The Hall-mark of display lighting equipment 
FLOODLIGHTS SPOTLIGHTS 
REFLECTORS 


USED IN SHOW-WINDOWS OF 
AMERICA’S BETTER STORES 
Send for jobber’s offer. 


SUN-RAY LIGHTING PRODUCTS, INC. 


119 Lafayette St. New York, N. Y. 


Soy 20 Wyn 























HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
Can be put og smaller 
than average to oggle bolt. 
First Toggle Bolt made. 


The Thomas mci Co., 
604 Sherman St., icago, Ill, 


holes | 
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Trade Mark 


A-1 


WIRE CONNECTORS 


THE BETTER KIND 





A perfect joint every time plus 
simplicity and dependability. 


A joint which is safer, stronger 
and better mechanically and elec- 
trically. SRK’s embody everything 
necessary to make such _ joints. 
There is nothing more to ask for 
—and the job is done in a Jiffy. 1 
size for combinations of No. 14, 
No. 16 and No. 18, solid or strand- 
ed, up to 4 No. 14 and 2 No. 18, 
or equivalent. 


Listed by Underwriters Labora- 

tories. Samples upon request. 

Pat. No. 1635293. Other patents pending. 
Manufactured by 


JIFFY WIRE CONNECTOR CO. 


HACKENSACK, N. J. 


General Sales Office 
522 Broadway 
NEW YORK CITY 




















« 

Pin-Plug Connectors 
LIEGL indestructible pin-plug 
connectors..... are in wide de- 

mand, are easily sold, require little 

shelf space, and produce big profits. 

They are used for making electrical 

connections to portable lighting units, 

stage lighting apparatus, portable elec- 
tric tools, etc. Capacities range from 

5 to 100 amperes, in various types. 

List them in your catalog. Other 

Kliegl items are: 

Stage Pockets 

Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 


Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING Co., Inc. 
32! West 5Oth Street 
NEW YORK, N.Y. 





Write for aco 


of 
our Electrical Trade 
Catalog 








Crouse-Hinds Co., Syracuse, N. 


-Y.—An eight-page bulletin, No. 
2126, has been issued on its line of | 


threadless condulets, connectors, 


'and couplings. 


Leslie F. Muter Co., Chicago— 


_An eight-page pamphlet has been 


published by Muter giving data 
and instructions for the installation 
and operation of dynamic speakers. 
It contains many helpful diagrams. 
The Abolite Reflector Co., Cleve- 
land—A new catalog, No. 180, 
containing illustrations, 
tions and price lists on the Abolite 
line of reflectors, diffusers and 
holders is being distributed. 





Multi Electrical Mfg. Co., Chi- 
cago—Jobbers. stocking Multi 
porcelain bushings should not neg- 


bushing catalog sheet, which con- 
tains interesting price reductions. 


Steel and Tubes, Inc., Cleveland 


—A booklet is off the press de- | 
scribing the new “Steeltubes” elec- | 


trical metallic tubing and giving 
the many advantages claimed for 
it. 





Robbins & Myers, Inc., Spring- 
field, O.—A beautifully illustrated 
35-page booklet which describes 
the R. & M. line of fans, giving the 


ratings and retail prices, has been | 


issued by this manufacturer. In the 
back of the book four pages are de- 
voted entirely to diagrams and de- 
tailed information on the com- 
pany’s ceiling fans. A booklet en- 
titled “Sales-Makers for 1929” is 


also being distributed. Each page | 


describes another of the sales helps 
being offered—miniature catalog, 
general folder, window 
card, pasters, etc.—copies of which 
are attached to the pages. 

Nela 


National Lamp Works, 


descrip- | 


_lect to secure copies of the new | 


display | 


Park, Cleveland—Bulletin 54 is a_ 


recent publication on “Floodlight- 
ing” issued by the National Lamp 
Works at Nela Park, Cleveland. 
It presents a comprehensive design 
procedure, together with sugges- 
tions on floodlighting effects, 
equipment, and equipment loca- 
tion. A section on the lighting of 
railway classification yards is in- 
cluded. 
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Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
are rapidly becoming 
These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 
M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 

T-26—6, 8 and 14 Volt 

Built for both 3 inch and 4 inch outlet 
box, 


Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


‘TRANSFORMERS of MERIT for FIFTEEN YEARS /). 




















RADIO Z TUBES 


1915 ~192 


than Public 
Approval 

















130 THE JOBBE r’s [RJ SALE 





MAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE 


SKIMO 





THE Fan 


With Non-Hum 
Bakelite Blades 


Sound sleep in a silent bed- 
room, uninterrupted conversa- 
tion in the dining room, con- 


WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








centrated work in cool offices 
—these reasons make _ this 
Eskimo 16 inch oscillator a fast 
seller. Has universal motor, 
self-aligning bronze bearings, 
two-speed toggle switch, heavy 
non-creeping base, black enamel 
finish. 


Phenomenal 


Sales Record 


The Eskimo line of fans has been 
—— the pace for the market. 
Sales increase every year is helping 
jobbers and their men buy better 
cars. Dealers and users thorough- 
ly satisfied. Get yours this season. 


UNITED 


Electrical Mfg. Co. 


ADRIAN, MICHIGAN 





Send Coupon for Profit 


United Electrical Mfg. Co., 
Adrian, Mich. 


Please send catalog and price list of 
Eskimo Fans. 
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The Modern 
Fixture Stud = 7 


or eo 
- Kia em 
With two simple motions any outlet box is a CS. 
; ; ; - oe 
equipped with a fixture stud when a Kwikon —— wee 


“No Bolt” Fixture Stud is used. 
The Kwikon “No Bolt” Stud is slipped into 


position while the nut is fastened with one spin. 
The Kwikon “No Bolt” Stud is one of the best 
time savers on any wiring job and its use is 
simply good judgment. 

Besides being time savers, these economical 
studs fit better, make a more rigid job and allow 
more witing space in the box. 


Write for a sample—you should try this 
modern fixture stud at once. 











S. R. FRALICK & COMPANY 


1§ SOUTH CLINTON ST. CHICAGO, ILLINOIS 


— SALES OFFICES: 





BALTIMORE, MD. DALLAS, TEX. LOS ANGELES, CALIF. PORTLAND, ORE. 
113 E. Franklin St. Pacific and Live Oak Sts. 706 East Third St. 346 Sherlock Bldg. 
BOSTON, MASS. DENVER, COLO. LOUISVILLE, KY. NEW YORK, N. Y. 
120 Pearl Street 626 Nineteenth St. 212 Urban Bldg. 71 Murray St. 
CINCINNATI, OHIO DETROIT, MICH. MINNEAPOLIS, MINN. PITTSBURGH, PA. 
223 East Third St. 517 E. Woodbridge St. 1017 Lumber Exchange Bldg. 405 Penn Ave., Crafts Bldg. 
CLEVELAND, OHIO KANSAS CITY, MO. PHILADELPHIA, PA. ST. LOUIS, MO. 
1034 St. Clair Ave., N. E. 1644 Baltimore Ave. 2401 Chestnut St. 1911 Pine Street 
CANADIAN: W. H. Banfield & Sons, Ltd., SAN FRANCISCO, CALIF. 





872 Pape Ave., Toronto, Canada 905 Mission St. 
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Inland Special 
Assortment Package 





THE “MODERNAIRE” 
8014-D1 
6x14x12 
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ART PEACOCK LANTERN BALL 


8500-D6 
4x10',x10 











Fagen of the units on this page are 
contained in the Inland Special 
Assortment Package. A variety of 
“Art Moderne” designs with decora- 
tions in beautiful colors. 


Jobbers and Contractor Dealers will 
find the Inland Sample Package idea 
a splendid sales builder. So easy to 
order. So easy to sell. 


A special offer and big profits await 
you. Write for full information now. 


Inland Glass Works, Inc. 


6101 W. 65th Street Chicago, III. 


6502 5023 
D206 214x534x4 
214x536x5 
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A New Portable Outlet 


that any woman can 
attach we 













DISPLAY it~ 


on Your Counter 
where Housewives can See it 


Homes everywhere need many more electrical outlets. There is 
a tremendous demand for an inexpensive outlet that anyone can 
install without tools. 









Belden 


' Electrical Wire Accessories 






The Belden Jr. Cordlite 
has a Belden Safety 








Han dle Socket, attractive 
Beldenlac Cord, and an 
Unbreakable Belden Soft 
Rubber Plug, which is 
listed ae standard by 
Underwriters. 


















The Belden 10-Ft. Appli- 
ance Extension Cord has 
a neat, brown cord,a Bel- 
den Floor- Type Outlet, 
and an Unbreakable Bel- 
den Soft Rubber Plug, 
which is listed as standard 
by Underwriters. 









The Belden Portable Outlet with Flat Under-the-Rug Connector 
solves the outlet problem. It comes in a carton—ready to use with- 
out tools. It can be moved from room to room, or house to house, 
as often as desired. It brings the new outlet just where it is needed. 













Belden Tuffer 
Replacement Cords 
(t ough rubber insulated) 
for washing machines 
and other appliances are 
equipped with the Un- 
breakable Belden Soft 
Rubber Plug, which is 
listed as standard by 
Underwriters. 














There is a lot of attractive repeat business for the inexpensive 
Belden Portable Outlet. Each sale creates more business. Talk 
Belden Portable Outlets to your dealers. Get them to display them. 
They sell themselves and bring repeat orders to you. 



















A Belden Portable Outlet on display sells itself. °c oe 
Promote displays of this fast-moving item on | “MAIL THis COOLS = 2 oo me 


dealers’ counters to increase your sales. t 
Belden M : 


a . 
2324-A § Nuufactur ing Company 


- Western Ave., Chicago 
Of course I want to 


Se 


ay 
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Portrait 
ofa 
Contractor 


who learned that 
something else besides 
2 plus 2 equals 4 

















66 oe 
Dear Sirs: 


I can bid as low on Bronze Embossed ‘Red Spot’ Hangers as 
the other fellow asks for cheap brass hangers because I save as 


much on time as he saves on material. Of course I get more 





than my share of the jobs because the customer almost always 


chooses genuine bronze in preference to brass at the same price 9 








Wakefield Bronze Embossed “Red Spot” Hangers 


actually “cost no more on the ceiling.” When you do this 


vou will have no trouble in switching them away from the 
. The F. W. Wakefield Brass Co., Vermilion, Ohio. 


cheap stuff on which neither you nor they make profit. If 
Please show me how to convince my trade that 


vou don’t know how to prove it, write us—we'll show you. they can sell bronze at the price of brass, 


Use The Coupon 


The F. W. WAKEFIELD BRASS CO. 
Vermilion, Ohio, U.S.A. 
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